





Witt 


AUDAAUAAA OCLC CATTLE 


FOUNDED 1855 


HARDWARE AGE 


239 WEST 3%h STREET, NEW YORK CITY 


GEORGE H. GRIFFITHS, Manag.r 
Associate Editors, John A. McNamara, Charles Downes, New York; H.C. Teller, Chicago; Robert A. Walker, Pittsburgh 


Chicago, Otis Building 
Pittsburgh, Park Building 


London, England, 11 Haymarket, S. W. |. 


BRANCH OFFICES 
Boston, 185 Devonshire Street 
Philadelphia, 1420 Widener Bldg. 


LLEW S. SOULE, Editoy 


Cleveland, Guardian Building 
Cincinnati, Mercantile Library Building 
San Francisco, 320 Market Street 


Entered as Second Class Matter May 22, 1913, at the Post Office at New York, New York, under the Act of March 3, 1879 


Published every Thursday by the Iron Age Publishing Co., 239 W. 39th St., 
New York City—F. J. Frank, President & Treasurer; George H. Griffiths, 


Secretary. 


Yearly Subscription Price: United States $3.00; Canada $4.00; Foreign $6.00 
Single Copies: 25c, each. 


Subscription remittances should be made by Check, Post Office Money Order, 
Express Money Order, or Bank Draft, payable to HARDWARE AGE, New York 


Owned by the United Publishers’ Corporation, 239 W. 39th St., New York 
City—H. M. Swetland, President; Chas, G. Phillips, Vice-President; A. C. 
Pearson, Treasurer; F. J. Frank, Secretary.. 








on expert circulation examinations. 


HARDWARE AGE is a member of Audit Bureau of Circulations, the recognized authority 
Member of the Associated Business Papers, Inc. 








Hardware Age is a consolidation of Iron Age-Hardware, Hardware Reporter and Western Hardware Journal 


OUDOVMALOGSYOENOTAEUSUNOENOAOOTESAONOEANAdUE RATA ENA 


THE hand that 
rocks the cradle 
is the hand _ that 
rules the kitchen 
these days and the 
first royal high com- 
mand is for clean 
utensils. Food from 
enameled ware can 
make cast iron con- 
stitutions because it’s 
clean. Page 55. 


xi 


PONY could 

nevér write an 
essay on children 
but children wrote 
essays on ponies and 
the lighting company 
got a great big mail- 
ing and prospect list 
in Indianapolis. Read 
the story on page 57. 
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you can give your 

customers a cool 
reception by talking 
refrigerators to them 
these days. After 
you warm up to your 
subject, see to it that 
one of the articles 
leaves your store for 
their kitchen. Page 
59. 
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TEW ENGLAND 
a conservative ? 
I should say not. 
Arthur Lamson in 
Marlboro, Mass., has 
one of the most pro- 
zressive hardware 
stores in the whole 
U. S. A. and it is 
fully described on 
pages 60 and 61 of 


this very issue 


"THE buying power 
of the dollar has 
increased according 
to the figure sharps. 
A big dollar day sale 
is about due and we 
have received 
several ads retently 
telling about them. 
tead the story that 
appears on page 63. 
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‘THE man behind 

the counter 
stepped out in front 
and caught Mr. 
Salesman in a neat 
little lie. He explains 
how many kinds of a 
fool the lying sales- 
man really is and it’s 
interesting reading. 
age 65. 
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Will YOU Get This Business? 








All sizes of these Butts, 
both japan and plated, are 
packed complete with 
screws. The 24-inch, 3- 
inch, 314-inch, 4-inch and 
4\4-inch sizes are packed 
one pair in a box. The 
14-inch, 134-inch and 2- 
inch sizes are packed one 
dozen pairs in a box, each 
pair in a separate envelope. 
All sizes from 2-inch to 
4\4-inch inclusive are 
made with double tips. 
The false tip is threaded 
and screws into the Butt. 
It also has a slot for screw 
driver, making it easy to 
remove the tip in taking 
out the pin, even should 
the threads become cor- 
roded. 

The slot also indicates to 
the carpenter which is the 
bottom of the Butt —a 
feature of great practical 
advantage. 
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ANY new homes which will be built during the Spring, 
Summer and Fall will each require several dozen 
door butts. In addition, there will be many replacements 


made in other homes. 


Your store is the logical place for people in your com- 
munity to buy these goods and the National Line is the 
logical line for them to buy. . 

Architects, contractors, builders and home owners are all 
familiar with National Builders’ Hardware—partly through 
our advertising—partly through use. 

Will YOU get this business? You can. Read the specifi- 
cations of the National No. 450 Ornamental Butt. Then 
you ll understand why National gets the preference—why it 
is easier to sell—and when we say that we supply you 
a you'll quickly understand why the margin of profit is 
arger. 


Ask us to send you complete catalog and order blank. 


National Mfg. Company 


Sterling, Illinois 
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Kitchen Fit to Live in 




















The Great Opportunities That Enameled Ware Offers 
to Help the Housewife Make Her Work Room a Better 


the Hardware Man Can Profit Thereby 


Place and How 


HE only reason why anything 
sells is the simple one that 


somebody wants to buy it, and 
it is only plain common sense, there- 
fore, to say that the first step in 
selling anything is to determine who 
and what the purchasers are. 

Who buys enameled ware? 

Go into one of the housefurnish- 
ing departments which the highest 
class department stores are estab- 
lishing anywhere and the answer 
would be the wealthy woman who 
wants the most elegant and dainty 
outfit for her plate glass and nickel 
kitchen. Go into the bargain base- 
ment and you would say that the 
woman to whom a nickel is as big 
as a cart wheel is typical. Go into 
any hardware store and you would 
be puzzled to say, for the customers 
range from the mechanic, who wants 
a dinner pail, to the housewife, who 
wants anything from a huge pre- 


By EDITH HOLLICK OLIVER 


serving kettle to a _ long-handled 
spoon. 

Enameled ware fills the bill for 
those who want the smooth, easily- 
cleansed surface of glass, and for 
those who want the solid wearing 
qualities of steel, and it has been 
slowly but surely covering the sur- 
face of so many items in the house- 
hold that it has come to be taken 
as much a matter of course as paint 
or varnish. 

Enameled ware is supposed to have 
originated in Colonial times, when 
the iron kettle swinging over the 
open fire became coated with a de- 
posit of the contents which were so 
baked and hardened by the heat that 
they became a permanency. Doesn’t 
sound like the meticulous methods 
which we attribute to the Colonial 
Dames, but it’s a good story, any- 
way. 

Our an 


grandmothers possessed 
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was 


enameled-lined kettle, which 
such a precious thing that it 
loaned around among the neighbors 
in preserving and pickling time, and 
truth compels one to say that the 
lining did not last very long before 
it became cracked. 

Enameled ware of is the 
finished product of experiment guid- 
ed by demand. The application of 
the enamel has become an art, and 
appears on many articles which gain 
100 per cent in selling attraction 
thereby; also the great majority of 
them are best sellers for the hard- 
ware man, 

If you doubt it, consider enamel- 
ed ware from both sides of the coun- 
ter—from the buying and the sell- 
ing aspect. 

Suppose an ordinary housewife is 
passing a store with the display 
window of “Over a hundred 
for buying ware,” 


to-day 


rea- 


sons enameled 
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There cannot fail to be items there 
that she wants, and that speak in 
plain unquestionable words of their 
fitness for the daily uses of the 
household. There is an irresistible 
appeal in the fact of this fitness, it 
is the real basis of enameled ware 
standing in household equipment. 
Every item in this display is an ac- 
tual and practical thing which will 
perform some indispensable service. 
The housewife must have tools to 
work with; she must have contain- 
ers and utensils. Elegancies and 
decorations, luxuries, and even time 
and labor savers may wait, but the 
plain everyday equipment of the 
kitchen can not. It is just as much 
a necessity as the food that it makes 
possible to serve and eat. From 
the standpoint of purchase the dis- 
play of a complete line of enameled 
ware is sure fire, as every woman 
who looks at it will see something 
there that she wants, and at a price 
she can afford to pay. 

From the other side of the coun- 
ter there are equally cogent reasons 
for the complete line of enameled 
ware. First and foremost, perhaps, 
the fact that there is nothing sea- 
sonal about it, because enameled 
ware is not confined to specialties. 
There are special styles and good 
ones, but the rank and file of the 
articles are designed and made to 
fill the most ordinary demands of 
daily life, and are just as salable, 
just as applicable to display in mid- 
winter as they are on Fourth of 
July. Then, too, it is stock which 
does not deteriorate either in style 
or quality. Tea kettles, double 
boilers, boiling pots, or French drip 
styles, measures, frying pans, all 
the army of saucepans, spoons and 
forks, colanders and strainers, gem 
pans and dish pans, are a few of 
many which are standard all the 
year round. 
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Experience has shown that the 
two great reasons for which the 
housewife buys enameled ware, and 
which are, perhaps, the best selling 
talk, are ease of cleaning and dura- 
bility. These two will do much to 
offset the rivalry of other lines 
which claim quicker heating proper- 
ties, lower price, or lighter weight. 
It is an excellent thing to give an 
actual demonstration of the smooth- 
ness of enameled surface with a 
cloth. Also it is good in these days 
of sanitary standards to demon- 
strate the fact that there is no har- 
boring place for germs. The house- 
wife trusts much to the sense of 
touch, she mechanically feels the 
surface of the dishes, glasses and 
utensils she washes. The slightest 
remainder of food may be readily 
felt on an enanfeled surface. 

It may all be pretty well summed 
up by saying that in selling enam- 
eled ware the hardware man can talk 
straight over the counter to the cus- 
tomer in everyday language about 
things she knows about and will 
have to use. She is going to get 
these’ things somewhere. 

Outside of that backbone of enam- 
eled ware, the regular army of house- 
hold equipment, there are many ex- 
cellent specialties which afford a 
fine opportunity for interesting the 
woman who is inclined to branch 
out a bit, or the one who is waver- 
ing about purchasing at all and 
must be interested. 

There are two fields which are al- 
most always safe to enter; one is 
the preparation of special cookery, 
and the other the fulfillment of sani- 
tary standards. 

Time was when preserving was 
stiictly seasonal, but that time has 
gone forever. Just now, for exam- 
ple, there is orange marmalade, 
grape-fruit preserves, pineapple and 
other Scuthern fruit to be put up, 
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and the opportunity of selling the 
equipment, every item of which ig 
of interest to the hardware dealer, 


The Special Preserving Dishes 


These sales are a little different 
from those which consist of the or- 
dinary articles of kitchen use, and 
one of the most important points to 
determine at the outset is the pros- 
pective purchasers personal prefer- 
ence in the matter of color. If the 
dealer carries only one style, it is 
best to impress the superiority of 
this upon her, of course, but where 
different colors are carried there is 
opportunity for that little personal 
touch in the conversation which 
does so much to extend sales. All 
women like dainty cooking utensils; 
also be it remembered, they almost, 
without exception, know what is to 
be had. If a woman comes in and 
asks for any one item, for example, 
in the precess of preserving the 
Southern crop now, she will be re- 
ceptive to purchase any other item 
which she does not possess. The 
dealer cannot always put himself 
inside the woman’s mind. It would 
be difficult, for example, for a mere 
man to _ understand that many 
women really regard the _ plain 
solidity of gray enamel as _ indica- 
tive of durability, while the white 
is regarded as more desirable from 
the standpoint of looks, but perhaps 
is less strong and lasting. Another 
odd belief in the minds of many 
women on the matter of white 
enamel is about the blue rims where 
the priming coat is not covered with 
white, for they think it is a decora- 
tion and very ornamental. 

In the field of sanitary equipment 
enameled ware stands supreme, and 
especially where there is a nursery 
it is easy to bring home the desira- 
bility of its cleanliness, both in prac- 

(Continued on page 88) 
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A window filled with enameled ware will always bring 


in women and they will leave with purchases 
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Taking a Tip from the Electric Light Company and 
Following the Method for Getting a Mailing List 
Will Mean Better Sales and More Prospec ts for You 


companies are not merchants 

and that they do many things 
which are not good merchandising 
practice. It is also true that they 
frequently sell at no profit, or at a 
sales expense which would mean 
bankruptcy to any mere merchant, 
for the sake of getting current-con- 
suming appliances ‘on the line.” 
We grant you that these electrical 
fellows too often are  blithering 
idots when you put them to the san- 
ity test of a mercantile profit and 
loss account. But after we admit 
all that, we ask you in turn to admit 
that they sometimes hit upon clever 
methods, and that these same meth- 
ods, applied with sound business 
judgment, can and ought to be util- 
ized by the hardware trade. 

Take this case in Indianapolis as 
an example: 

The Indianapolis Light & Heat 
Co., through its electric shop, recent- 
ly conducted a sale of washing ma- 
chines and electric cleaners which 
literally “took the town by storm.” 
The advertising returns were enor- 
mous, but the advertising expense 
was low. The sales returns amount- 
ed to what the management calls 


I: is true that electric lighting 


“a nice increase,” but as this was 
paid for on a commission basis, the 
per unit selling cost was slightly 
less than normal. When you can 
turn a town topsy-turvy and get 
1100 sure-enough, bona-fide pros- 
pects for an article of merchandise 
that retails for $55.00 to $67.50, you 
are “going some.” That is what 
the electric fellows did in Indian- 
apolis. 

The plan of campaign was simple 
enough. The company purchased a 
nice, fat, gentle Shetland pony and 
offered it as a prize to the child in 
grammar grade of public schools 
who should write the best essay on 
the word “dependability,” as applied 
to washers or vacuum cleaners. 
The only condition was that each 
essay should be accompanied by the 
name, address and telephone number 
of at least two persons interested 
in the purchase of an electric washer 
or cleaner. Here are the conditions 
of the contest as published: 

The Contest Conditions 

“Every boy or girl attending 
grade school has an opportunity of 
winning this pet pony with bridle 
and saddle. 
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“Write not more than a twenty- 
five-word definition of the word ‘de- 
pendable’ as it is applied to the ——— 
Cleaner and the - Washing Ma- 
chine. (Ask daddy or mother to 
help you.) If they do not know the 
dependability of the washer or 
cleaner, ask Your neighbor. Hun- 
dreds of people own them and will 
be glad to tell you how dependable 
they are. We will be pleased to fur- 
nish you with booklets that may 
help you. . 

“Answers must be written neatly, 
not more than twenty-five words, 
and brought in to 46 Monument 
Circle not later than April 1. It is 
very essential for you to give your 
name, address, age, school you at- 
tend, and two good prospects that 
will be interested in the - Clean- 
er or —— Washing Machine. 

“Contest will close April 2, and 
the pony will be presented to the 
winner Thursday, April 7, 10 a. m., 
at 46 Monument Circle. Watch 
for further announcement. Three 
judges will be named.” 

The only advertising done on this 
campaign was the spreading of the 
above information by means of 
handbills. The prize pony was led 
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The pony excited the envy of every child in Indianapolis. 


around those streets where children 
most abounded, and to the school- 
houses before and after sessions and 
during recess. When the children 
gathered around the pony, the hand- 
bills were passed out, and particu- 
larly bright-looking kids were given 
a short ride the pony. I leave 
it to you to say whether or not these 
voungsters talked about the propo- 
sition to the parents at home. 

As a result of this very inexpen- 
sive method of advertising, approx- 
imately 550 little essays were sub- 
mitted in the contest, and 1100 
names of prospective appliance buy- 
and their and _ tele- 
phone numbers, were so gathered. 
This not, of course, represent 
the whole return from the adver- 
tising, since additional hundreds of 
youngsters were interested who had 
not the temerity to submit an essay, 
and many grown-ups without chil- 
dren had their attention attracted 
to the contest and the appliances. 

Mere in the prize offer, 
however, was only the starting point 
of the lighting company’s campaign. 
The merits of any sales plan is 
measured by sales. To insure these, 
the company started long before the 
contest was announced to prepare 
for real business. A crew of six 
outside salesmen was hired, trained 
and allotted to territories, these 
men immediately getting down to 
the old-fashioned house-to- 
house that has 


on 


ers, addresses 


does 


interest 


ood 


canvassing always 


proved successful in specialty sell- 
ing, and probably always will. The 
crew carry their machines right 
with them. They are, as their pic- 
ture indicates, a business-like, clean- 
cut, but mighty-determined group 
of men. 


Plenty of Results 


Results? Well, the manager of 
the Indianapolis Electric Shop ad- 
mits nothing more than “a nice in- 
crease in business,” but he hired 
two additional men to take care of 
the 1100 prospects his pony prize 
developed, and his factory orders 
for vacuum cleaners are reported as 
“entirely satisfactory.” We'll have 
to accept these vague but significant 
generalities in lieu of actual facts 
and figures. 

The point I wish to make, in pre- 
senting a sketch of this campaign 
to the hardware trade, is that the 
electrical fellows frequently succeed 
in doing what other merchants fail 
to do with specialties such as clean- 
ers and washing machines, and that 
is—they get scads of interested pros- 
pects which they turn into sales, 

This cheap but effective pony prize 
produced prospects in such form that 
they could be.followed up first by 
phone and the degree of interest as- 
certained. They then provided for 
closing the sales by aggressive can- 
vassing, beginning with those pros- 
pects which were “hot” and working 
through the entire list. These elec- 


It was easy to get a good mailing list with such a prize 


trical fellows have demonstrated 
that a specialty of this sort may be 
sold in a big way by canvassing, and 
that you can get out and get busi- 
ness during a depression when busi- 
ness won’t come to you—at least not 
in any exciting volume. 

There is no reason why a conser- 
vative merchant should not adopt 
this plan to suit his individual con- 
ditions. Someone in your town is 
going to sell cleaners and washers 
by canvassing. Whether you sit 
back and let a fly-by-night outsider 
come in and do it, or whether you 
let the electrical fellow do it, or 
whether you do it yourself in a 
clean-cut, businesslike manner, is 
for you to decide, The  out- 
standing fact is that people buy ap- 
pliances from canvassers. To my 
way of thinking these canvassers 
might just as well be yours. 

Mr. Bartlett with Splitdorf 

M. W. Bartlett is the new ge! 
manager of the Splitdorf Elect 
Co., Newark, N. J. Mr. Bartlett will 
also be a vice-president of the parent 
company and will be title holder in 
several of the American and Canadian 


eral 
rical 


subsidiaries. 

Mr. Bartlett resigned from th: 
Wheel Corp. of America to tal 
his new duties. From the year | 
1919 he was associated with the Split- 
dorf Electrical Co., acting as secretary 
from 1916 on. 
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Giving Refrigerators Away at a Profit 


You Can Show the Customer Where There Is a Big 
Saving in Owning a First Class Up to Date Iee Box 


—Never Talk Cost When This Article Is on Sale 


expense of refrigerators we 


‘TP rexpense of talking about the 
of 


talk about the economy 
them.” 

“We once discussed the cost, now 
we talk about the savings.” 

“Half the hardware stores are 
selling half the refrigerators they 
might sell if they used proper sell- 
ing sense.” 


as an economy is’ easier—much 
easier. Letting the prospect think 
about cost is more apt to destroy 
sales than letting him think of sav- 
ings. 

Mr. Stewart believes in keeping 
foremost in the advertising copy and 
the sales effort the service and sav- 
ings which a refrigerator accom- 
plishes. Advertising messages that 


It requires no stretching of facts 
or inventitive sales talk to show that 
a refrigerator does not cost money, 
but rather that it saves money. 
The milk alone spoiled because of 
no refrigeration will, in time, pay 
for an ice chest. Think what it 
means to the housewife to know that 
she can keep foods the year around 
just as inviting and appetizing as 
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An entire aisle of refrigerators can be 


letting the furniture 
stores walk away, or rather run 
away, with the refrigerator busi- 
ness of the community the hardware 
store should and can get, at least, 
its proper share of sales.” 

Some of these pointed paragraphs 
emanate from D. E. Stewart, adver- 
tising manager of the Philip Gross 
Hardware & Supply Co., Milwaukee, 
Wis. They are packed with thought 
for the hardware man as he faces 
the new season in refrigerator sell- 
ing. 

Selling a refrigerator as an ex- 
pense is an up-hill job. Selling it 


“Instead of 


displayed in any hardware store and the 


food, cool 


dangerous, 


talk the fresh 
drinks, freedom from 
tainted meats and such points strike 
a responsive chord in the thoughts 
of the ought-to-buy But 
talk price compels the custo- 
mer to think how much the article 
in cold dollars and cents and 
makes many of them “shy” away. 
Appealing to the desire for fresh, 
foods, holding out the allure- 
reinvigorating, thirst-kill- 
ing drinks, and proper mention of 
the splendid savings avoiding 
food waste, make an appeal which it 
is difficult for the customer to deny 
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stock in trade is “easy 
Opinions differ on the 
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easy-payment 
But markets 

(Continued on page 74) 
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How Arthur Lamson Spelled Success 














It Took Hard Work and 
Done and the 


S chusetts of being reactionary 

because it has never changed its 
Pilgrim fathers’ brand of radicalism. 
A casual examination of facts, how- 
ever, prove that this charge is 
groundless. We can _ substantiate 
and illustrate our contention on this 
point with ease and candor. 

Arthur C. Lamson, one of the rep- 
resentative hardware merchants of 
New England as well as of the 
United States, altered, renovated 
and improved his store at Marlboro, 
Mass., a little more than a year ago. 
The past year has amply demon- 
strated the value of the change, and 
it can be spoken of now without fear 
or hesitation, as one speaks of tested 
and established facts. 

Emerson stated that “every insti- 
tution is the lengthened shadow of 
one man,” and a word about Arthur 
C. Lamson, the active president of 
the New England Hardware Deal- 
ers’ Association and the founder of 
one of the most progressive hard- 
ware stores in the east, has a human 
appeal that is worthy of recording. 

“Arthur C. Lamson was born in 
Bethel, Vt. He soon came to Massa- 
chusetts with his parents and his 
first school days were passed in 
Stow. Later he attended the Hud- 
son schools and although practically 
completing the high school course, he 
left that institution without gradu- 
ating to enter the employ of the Hud- 
son National Bank. He worked there 
for three years beginning at a salary 
of $4 a week and part of his duties 
as a bank clerk were to sweep out 


OMEBODY once accused Massa- 


Cheerfully 


the office and do janitor work 

in general. When he left the 

bank he went to Boston, where 

he attended the Bryant and Stratton 
Commercial school, and after com- 
pleting the course there, was in- 
duced by the principal, Mr. Hibbard, 
to return as a teacher. He was in- 
structor in bookkeeping and penman- 
ship for about three years. Later 
he opened a set of books for the 
Quincy Market Cold Storage System, 
which was introduced to do the re- 
frigerating for the whole market by 
the ammonia-brine system. 

“In the spring of 1892 in company 
with C. C. Trowbridge he bought out 
Hiram Greenwood and started in the 
hardware business undér the firm 
nameof Lamson & Trowbridge. At 
the time of the fire in Central Block, 
as it was then called, the store in 
common with others was burned out 
and was moved for a time to the J. 
B. Billings factory, which stood at 
that time opposite the high school 
common. After the new block had 
been completed the firm returned to 
their old location where the store 
has remained ever since. In Janu- 
ary, 1905, Mr. Lamson bought out 
Mr. Trowbridge and henceforth the 
store has been run under the name of 
Arthur C. Lamson, sole owner. 

“From the beginning the store has 
prospered, but only because of hard 
work and honest dealings, which has 
secured the confidence of the public. 
Mr. Lamson has never held public 
office, but it is not too much to say 
that at the present time he could 
have any office within the gift of the 


00 


fied the Long Hours 


city, and indeed this has been true 
for many years. He has been very 
active in the Board of Trade, having 
served as president, and in all muni- 
cipal work he has shown his devotion 
to the city by giving freely not only 
of his services and advice but also 
financial aid: He has served on many 
committees where the city was in- 
terested, and is a past president of 
the Cooperative bank, vice-president 
of the Peoples National bank, and 
one of the trustees of the Marl- 
boro Savings bank, first vice-presi- 
dent and now president of the New 
England Hardware Dealers’ Associa- 
tion, and director of the Atlantic 
Coast Hardware Association of Bos- 
ton. -Before the Spanish war, he 
was for several years adjutant of 
the Sixth regiment of the Massa- 
chusetts guard. 


The Secret of Success 


“Mr. Lamson does not attribute his 
success to any particular quality in 
himself other than a willingness to 
spare no pains in his work and to 
devote his time to seeing that the 
details of his many enterprises are 
properly taken care of. This means 
hard work, but of Mr. Lamson it 
may truthfully be said that he has 
never shirked in that respect. 

“The present store occupies twice 
the space of the old one, having been 
enlarged by the addition of an ad- 
joining store and the separating wall 
has been entirely removed with the 
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Lots of It, but It Was Work 
Results More Than Justi- 


and Patient Waiting 


exception of necessary pillars to sup- 
port the story above. 

“The changes in the store have 
necessitated work by carpenters, 
masons, electricians and other work- 
men for about two months, and 
naturally have been very expensive, 
but to the outsider who doesn’t have 
to pay the bills the changes seem 
well worth while. The four large 
display windows now give opportun- 
ity for a wonderful showing of the 
goods within. These displays are 
changed frequently to afford that 
variety which the large stock carried 
can so well supply. 

“Entering the store it is seen at 
once that it is arranged very meth- 
odically with two horseshoe counters 
or display cases at the entrance, one 
facing either door. This is supple- 
mented by tables placed crosswise in 
the middle between the pillars. 

“On either side of the store wall 
cases extend the whole length. It is 
these wall cases that are particularly 
noticeable. Upon the right are car- 
penters’ tools continuing down the 
store to builders’ hardware, and then 
the various nondescript articles that 
make up so much of the stock of any 
hardware store. 

“In the left hand show cases close 
to the entrance are the guns, fishing 
tackle, tennis goods, baseball goods, 
aluminum and kitchen ware, var- 
nishes, oils, paints and brushes, ex- 
tending clear around and part way 
across the back of the store. 


“In the right hand horse- 
shoe case is displayed nickel 
and aluminum ware, table 

ware, clocks, fine tools, electrical 
supplies, etc. In the center is a case 
displaying silverware and cutlery 
for the table. On the left are knives 
and scissors in great variety and for 
all imaginable purposes, flanked by 
razors and shaving accessories. 


The Motor Accessories 


“A large stand in the rear holds 
auto tires, and auto accessories of all 
kinds are displayed near them. Kit- 
chen utensils as we!l as other hard- 
ware of a miscellaneous nature are 
displayed upon the tables in the cen- 
ter, while belting, rope, agricultural 
implements and the bulkier goods 
are stored in the basement. 

“The arrangement of the stock is 
highly artistic as well as simple and 
directly useful as it shows practically 
every article to the prospective 
buyer without the necessity of over- 
hauling the stock. The articles are 
carefully arranged in series and 
mounted on the doors which cover 
the front of the cases and are in turn 
covered with green felt. The effect 
of the bright steel implements 
against the dark green background 
must be seen to be appreciated. 

The arrangement is such that 
goods which are usually used in con- 
nection with each other are found 
close together and the various sizes 
of each article are shown by samples 
so that the proper one may be easily 
selected. One of the space-savers 
which is very noticeable is the nail 
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bin, where practically every size of 
nail used, is stocked in a space of ten 
by four by three feet, the case being 
so arranged that within this small 
space are bins holding over 56 100- 
lb. kegs of nails. This will be de- 
scribed in more detail in another is- 
sue. 

“The office has been moved so that 
it occupies nearly the center of the 
new store in the rear and is raised 
from the floor about four feet, giv- 
ing an uninterrupted view over the 
entire store. The lighting effects are 
most pleasing, a large number of 
high-powered lights being installed 
in porcelain shades on the ceiling, 
giving a clear yet subdued light in 
every part of the store; special lights 
are also provided for the showcases 
wherever needed.” 


No Ladders Necessary 


One particularly noteworthy fea- 
ture about the Lamson store that has 
not been previously mentioned is the 
fact that it is a hardware store with- 
out ladders. Virtually every article 
in stock that is on display in the 
store can be conveniently reached by 
any man of average height. 

The paint department at Lamson’s 
is in keeping with the rest of the 
store both in the matter of arrange- 
ment and in the way that it is con- 
ducted. A very good idea may be 
gathered about the business policies 
of Mr. Lamson from the reference 
he made to his paint and automobile 
accessories departments in a recent 
letter addressed to the editor of 
HARDWARE AGE. 
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The paint department at Lamson’s 
bles a conference room and is very 
sible 


“In regard to my Paint Depart- 
ment,” Mr. Lamson wrote, “I carry 
about from $2000 to $3000 worth of 
paint in stock and turn it about four 
times a year. There are several 
methods of creating sales such as 
personal solicitation, mailing list, 
personal letters to property owners 
whose houses require painting, etc. 
Also my business has increased ma- 
terially in automobile enamels. We 


send circulars to all automobile 

















Arthur Lamson 


owners and it is a 
line. 

“In regard to my Automobile De- 
partment I carry my stock in my 
side wall cases. I have a tire rack 
on which I can carry about $1000 
worth of tires and tubes and the sur- 


very profitable 


resem- 
acces- 


plus stock of tires I carry in the 
basement. I find the Automobile 
Accessories a very profitable line. 
The principal selling articles are tube 
patches, vulcanizers, jacks, pumps, 
all kinds of valve lifters, valve scrap- 
ers, wrenches, carbon scrapers, pol- 
ishes, tire chains, and bulbs to fit all 
lights, ete.” 

It has often been repeated that 
behind every successful man is the 
influence of some woman, and by way 
of conclusion we mention this fact 
because it seems to have been most 
pertinently true in the case of 
Arthur C. Lamson. Mr. Lamson 
married, on March 25, 1896, Nellie 
W., daughter of James T. Joslin of 
Hudson. Throughout Mr. Lamson’s 
career it is more or less generally 
understood that his wife shared with 
him many of the cares and responsi- 
bilities that always come during the 
search, as well as with the attain- 
ment, of success. 


Cyclone Has New Slogan 


“Property Protection Pays” is the 
slogan used in the latest 
Cyclone Red Tag lawn fence and gates 
made in wire and iron. These prod- 
ucts are made by the Cyclone Fence 
Co., Waukegan, IIl., who have recently 
distributed the catalog. 

Much information is given in the 
booklet on the means of securing proper 
protection to property by means of ade- 
quate and efficient fencing. The meth- 
od of determining the required amount 
and the various ways of setting up are 
also described clearly. 


catalog on 


It’s not a hard matter for a cus 
tomer to find just what he wants 
here 


Bissell Announcement 


It is announced that the New York 
office of the Bissell Carpet Sweeper 
Co., Grand Rapids, Mich., has been 
moved from 25 Warren Street to 46 
West Broadway, and that the stock of 
goods carried at this branch will be 
discontinued. The New York office will 
act in the sole capacity of a service 
station for customers in the Eastern 
territory. 

Although orders may still be placed 
at the address in New York, shipments 














Mrs. Arthur Lamson 
will be made from the factory direct 
The company recommends that export 
houses deal with the Eastern branch, 
as it is equipped for service alony that 
line. 


Charles F. U. Kelly has been made 
director of sales for the Quaker City 
Rubber Co., Philadelphia, Pa 





Advertising the Buying Power of Money 
Comparing What a Dollar Would Buy Last Yea 


with What It Buys 


Today Is One W ay of Putting 


ona Big Dollar Day Sale—The Many Opportunitie 5 


a4 OLLAR DAY” is a regular 
D event in some communities 
where there is a live or- 
ganization of the business men. With 
every merchant offering and adver- 
tising specific dollar values, it makes 
a strong appeal to the shoppers to 
get out and buy, and they buy many 
things they might otherwise have 
done without, or that they might 
have ordered from a catalog house. 

But there is nothing to prevent 
the active, aggressive hardware 
dealer going ahead with a dollar day 
of his own if his fellow merchants 
are not interested in co-operative 
business boosting plans. He may 
find it well worth while to get some 
one other merchant in a non-compet- 
ing line to go in with him. Perhaps 
an adjacent store in the drug or dry 
goods or men’s wear line will join. 
The two, being located close together, 
can make just that much stronger 
appeal to bring people to that loca- 
tion, and the advertisements sent 
out by mail can be sent together, 
thus cutting the mailing expense in 
two. I have seen some very success- 
ful bargain sales carried out by four 
adjacent and friendly merchants co- 
operating to issue a folder in which 
each took a page. 

Dollar day calls for some good 
values in lines that are in general 
demand, items every housewife will 
want. There should be a few lead- 
ers that are exceptional bargains. 
There may be many different com- 
binations, some of which do not mean 
a great reduction in price. There 
is always the opportunity to com- 
bine live stock with some slow sell- 
ers that ought to be moved before 
becoming any “deader.” 


Offering a Good Variety 


The circular shown offers a good 
variety of household goods at pre- 
sumably low prices, though values 
are not given to indicate reductions. 
It not necessary to give regular 
prices, and unless the cuts are great, 
it will probably pay better to omit 
them and simply give the general 
impression of bargains as is done in 
this circular of H. S. Graham & Sons, 
Delhi, N. Y. 

There is just one serious mistake 
in the make-up of this advertisement. 
Where a number of items are indi- 
cated for a dollar, the number being 
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set up in the corners of the space 
does not give the effect it would if 
instead of 
4 BASINS 
Enameled Basins 
$1 
it was set in this way, 
BASINS 
4 Enameled 
$1 


Some readers, glancing carelessly 
at that advertisement, will not get 
the offer as it A few will think 
“Enameled basins, $1 each.”’ Others 
will fail to be touched by the appeal 
because it does not throw in their 
faces an unescapable “4 enameled 
basins for $1.” 

If the change 


Basins 


is. 


were made in each 


$1.00 DOLLAR DAY 








item, the effect would be stronger. 

Of course the windows should 
trimmed up with the special offer 
combinations. Each combination ar- 
ranged by itself with the price card 
on it indicating that the price is 
for the combination. Don’t forget 
in fixing the windows that many of 
the people seeing the windows will 
not have seen the advertising, will 
not even know of it. Make the whole 
store front shout “Dollar Day” 
that no one can go past without see- 
ing that something unusual 
ing on. 


be 


SO 


is 


g£0- 


the 


Day” 
or 


Arranging Scenery 


sign can be 
red paint 


A long “Dollar 
printed with black 
a strip of heavy wrapping paper 
from a wide roll. Make one of these 
strips to go at the top of 


Or 


each 


BE the. 


win- 


H. S. GRAHAM & SONS 


One Day Only---Saturday, 


March 5 


The following list of Dollar Day Bargains 


8 


Basins 


Enameied Basins 
$1.00 
1 Large Mixing Bowl 
1 Enameled Kettle 


$1.00 “ye 
1 Frying Pan 


1 Dust Pan 


Tin Basins 
Hand Made 


Tin Basins 


$1.00 


$1.00 


Tin Basins 


One-piece Tin Basins 


$1.00 SPECIAL 


Rolls 


1 Dipper 


§ 


Veribest Toilet Paper 
$1.00 


Cake Tins 


Loose Bottom 


1 Measuring Cup 


CakeTins 


1 Drinking Cup $1 00 


| Enameled Sink Strainer 


| 3 Enameled Pie Plates 


SPECIAL j 31 


Tea Kettles 


Lamp Chimneys 4& 


$3.00 all Copper, Nichle-plated 


Small size 


Lamp Chimneys 
i 


1 Butcher Knife 


l Spatula 


Tea Kettles 


¢ 


$2.50 


$1.00 


Galvanized Pails 2 | 


12-quart 


Galvanized Pails 


$1.00 | 


And other Dollar Day Bargains 


not mentioned here 


Lamp Chimneys 6 


| 
| 
| 
| 
I 


| 
| 
| 
| 


REMEMBER ONE DAY ONLY—SATURDAY, MARCH 5 


A good way to feature the dollar day sales that are pe 
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dow. Put a muslin sign across the 
sidewalk or across the whole street 
if you can make arrangements for 
it. Don’t be afraid, once you get 
started on the plan, to put it across 
in a big way with a lot of publicity. 
Timid advertisers often fail to make 
a success of a sale just because they 
hesitate about becoming conspic- 
uous. 

Make up your window displays of 
dollar values several days ahead of 
the sale, with cards reading, “These 
bargains offered for Dollar Day 
only.” Make similar ‘displays inside 
of the store. 

Most people are nowadays suffi- 
ciently sophisticated shoppers not to 
find any fault with the fact that they 
cannot buy today what is offered as 
a special bargain tomorrow. If you 
do have a customer who says “I 
can’t get here tomorrow. Can’t you 
sell me one of those bargains to- 
day?” Just say, “No, we can’t do 
that for you because we have refused 
to do it for others, but if you want to 
pay your dollar now, we will see that 
you get the goods tomorrow, or we 
will lay them aside for you tomor- 
row.” 

There is little likelihood of such 
instances arising in a city, but in the 
small town where people know less of 
special sales, it may become neces- 
sary to make such explanations. 


Introducing New Lines 


The occasion of Dollar Day may 
be used to introduce some new line 
the store is just beginning to sell. 
You may be putting in phonographs 
and records. Put in a special offer 
on records. You may be adding au- 
tomobile accessories; put some dol- 
lar values on the list, good ones that 
will make motorists want to come 
and buy. Make your leaders along 
such lines, or perhaps along lines a 
little foreign to your regular stock. 
Note that this Graham dollar day of- 
fer includes eight rolls of toilet pa- 
per for $1. That is a proposition 
that may be put on a net cost basis 
and made a leader without reducing 
subsequent business ‘because toilet 
paper is a side issue just for the 
sale. 

To make a Dollar Day successful 
have a large number of offers, trying 
to have something to hit everybody. 
A large variety of slightly reduced 
offers will do more for your sale than 
one or two greatly reduced offers. 
You can make up a score of offers 
and you can easily make the appeal 
broader even than that in the adver- 
tisement shown, by going into lines 
outside of kitchen ware, though this 
specimen is unusually good. and ef- 
fective. 
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his five rules for success? 
of Man? 
used on business stationery? 


employ? 


debts of others? 


VALU EUOUTETALUA AEE 


and worthy. 





on others. 


The Business Quiz—No. 20 


Question No. 1—Who was Robert C. Ogden and what were 
Question No. 2—What is known as the Seven Practical Ages 
Question No. 3—Why are crests and coats-of-arms sometimes 
Question No. 4—Is a firm responsible for acts of those they 


Question No. 5—What is the Sherman Anti-Trust Law? 
Question No. 6—Is one member of a firm responsible for the 


Answer No. 2—The Seven Practical Ages of Man consist of: 
(1) From 20 to 30, everything to gain and nothing to lose; (2) 30 
to 35, a grim reality; (3) 35 to 40; (4) 40 to 45, at this age 97 per 
cent meet with reverses; (5) at this age the remaining 3 per cent 
reach the pinnacle of success; (6) at 50 only one in 5000 can re- 
gain lost ground; (7) over 60, more than 68 per cent are dependent 
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Answer to Business Quiz No. 20 


Answer No. 1—Robert C. Ogden was a distinguished Phila- 
delphian who had for his five rules: 
(2) A man becomes what he desires to be; (3) Do not mistake a 
prejudice for a principle; (4) Be energetic, wide awake and push- 
ing, but be silent; (5) The world wants men who are well equipped 


(1) Keep faith in humanity; 
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Answer No. 3—Crests and coats-of-arms come to us from the 
days of the knight, and are symbolic of rank and quality. 

Answer No. 4—A principle or firm is always responsible for 
act or acts of employees or agents. : 

Answer No. 5—The Sherman Anti-Trust Law opines that 
“every contract combination in the form of a trust or otherwise 
or conspiracy in restraint of trade or commerce is hereby declared 


illegal.” 


Answer No. 6—-Each individual in a partnership is respon- 


VUELTA 


of a special partnership. 
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sible for the whole amount of the debts of the firm, except in cases 
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Notes for the Retailer 


With the establishment of branches 
at Spokane, Washington and 908 
Travis Avenue, Houston, Texas, the 
Gill Manufacturing Co. now has 41 
branches prepared to give practically 
24 hour piston ring service to the en- 
tire trade. 


R. L. Wylly, formerly of J. D. Weed 
& Co. of Savannah, Ga., has succeeded 
B. M. Meadow as manager of sales 
and buyer for Albany Hardware & 
Mill Supply Co., Albany, Ga. 


Percy Keir has rented quarters at 
Craftsbury, Vt., and plans to go into 
the hardware plumbing business. 


Charles Marden, at one time a promi- 
nent hardware dealer in Nashua, N. H., 
died recently. Mr. Marden had resigned 
two years ago after more than forty 
years of activity in the retail hardware 
business. The firm name of the busi- 
ness was and is Marden & Mygatt. 


J. Byron Paul, hardware dealer in 
York Beach, Me., died recently. He 
was a member of the New England 
Hardware Dealers’ Association and is 
survived by a widow and one daughter. 


Hal E. Taylor, formerly with the 
Gemco Mfg. Co., Milwaukee, W's., 18 
now sales manager of the Las-Stik 
Patch Mfg. Co., Hamilton, Ohio 








POTTET 





THE MAN BEHIND THE COUNTER TELLS ABOUT— 


The Salesman Who Lied to the Customer 





AMULET 
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If you think that it pays to try to “put one over’ on a customer it’s time to 
quit thinking and go out of business. 


In these enlightened days it can’t be done. 
Knocking your competitor and lying about your own goods do not pay. Let the Man 
Behind the Counter tell it to you. 


INUNNNNNEEENNHEEENEE 








THERWISE he was a cracker- 
O jack demonstrator—alive with 

enthusiasm, thoroughly versed 
in the mechanics of his machine, 
and a natural “closer.” 

But he lied. And when he lied he 
died as a salesman, so far as I am 
concerned. He couldn’t sell me his 
machine—ever. 

I walked up to him, listened to his 
sales talk and then said: 

“How does your Blim compare 
with the Blank electric sweeper?” 

He came back with a “knock” and 
a lie on the other machine, and he 
was through, so far as selling me 
is concerned. His reply was: 

“Well that machine is a dust trap, 
and then you know it is made by 
the So and So company. All those 
other machines are made by a com- 
pany that puts whatever name-plate 
is wanted on the machine. They are 
all cheap machines. When you get 
ours you get one that is made-by 
us through and through. You can’t 
get a good machine unless you buy 
the Blim.” 

“All those other machines are 
made by a company.” That’s what 
he told me, and he named the com- 
pany and I knew that he lied. For 
the company which he claims makes 
the Blank is located in Chicago and 
the Blank is made in an Eastern 
State. Do you wonder that I say he 
died when he lied? 

And the rest of his answer is 
destructive, absolutely. To say “all 
other machines are cheap” is no 
salesmanship. Undoubtedly, they 
are not. But whether they are or 
are not cheap, it is still cheaper 
salesmanship to condemn them all. 
The way to sell the Speeder auto- 
mobile is not to tell how rotten the 
other autos are but how good the 
Speeder is. 

There’s a tinge of lying in another 
phase of his reply. For, actually 
the Blim is not all made in one fac- 
tory. Some very important parts 
are made outside. 


Trying to “Get Away With It” 


Now, of course, Mr. Truthless 
Salesman did not know he was talk- 
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ing to a man who knew the differ- 
ence. He thought he could get away 
with it and he still thinks so, but 
the boss should disillusion him. 

It is never necessary to misrepre- 
sent one’s wares if those wares are 
worthy. Lies are boomerangs. If 
a man can’t sell goods squarely he 
might better be out digging ditches. 
It ought to be a lot of comfort to a 
man to know that salesmanship and 
not lying is getting him his bread 
and butter. 

What is the effect of a lie on a 
customer? What can it be other- 
wise than to break down confidence, 
destroy belief and negate any chance 
to make the sale? 

And don’t think the customer 
doesn’t know the difference. Maybe 
he does not, but don’t think so. He 
may know, and if you are caught, in 
his mind, as a person who lies, then 
you are dead, so far as selling him 
goods is concerned. 


Never Knock Competition 


And—need it be said in this en- 
lightened day—knocking is the poor- 
est way in the world to sell goods. 
Talk too much about the other fel- 
low’s line and you are apt to make 
the impression that he has got some- 
thing worth talking about. If asked 
point blank, say a friendly word 
about the other sweeper, stove, 
washer, rake, or what not, but dwell 
on the merits of your own and not 
on the demerits—fancied or real—of 
the other man’s goods. 

The buying public possesses a 
great deal of wisdom. Don’t fool 
with it. 

Selling is a science and not an in- 
vention of lies. 

Salesmen must be believed or they 
can not be bought of. . 

Misrepresentation has a come- 
back, but the come-back is after the 
goods you lied about and not after 
your own. 

Two women were talking about 
their aluminum ware one afternoon, 
and one said she always bought 
goods of a “peddler,” because 
“things were just as he represented 
them.” She said a department store 


65 


UIA ONAL EAT 


clerk had not told her the truth 
about how the kettles became du, 
and she never wanted to buy of her 
again, even if the aluminum was 
just as good. “I can’t believe in 
that girl’s aluminum,” she said, 
“because I can’t believe in that girl.” 

Lying to make a living is a better 
pathway to dishonor than it-is a 
highway to success. 


Treman, King & Co. Fire 


Early on the morning of Wednesday, 
May 4, 1921, the retail store of Tre- 
man, King & Co., Ithaca, was destroyed 
by fire. The offices of the firm were 
in the same, as were the catalog files, 
both of which have been totally wrecked. 

The company will be very pleased 
to have manufacturers of hardware, 
sporting goods and automobile acces- 
sories send catalogs and _ discount 
sheets so that the former complete 
catalog file may be re-established at 
the earliest possible date. 


E. Frank Nettleton Dead 


E. Frank Nettleton, vice-president 
North & Judd Co., New Britain, Conn., 
hardware specialties, died at New 
Haven, April 25, after a long illness. 
Mr. Nettleton was a native of Seymour, 
Conn., being born there in 1866. After 
receiving his education in the New 
Haven schools he entered the employ of 
Kelsey & Couch, saddlery hardware, 
and subsequently became a salesman. 
Later he became associated with Weed 
& Co., and still later with N. & E. T. 
Fitch Co., covering the Chicago and 
Western territory for the latter com- 
pany. Eventually he became secretary 
of the company, and upon the death of 
John R. Fitch, president. When the 
North & Judd Co. took over the Fitch 
company in 1919, he became a _ vice- 
president of the parent concern. He 
served as president of the New Haven 
Board of Health under three mayors. 
Mr. Nettleton is survived by a wife and 
one daughter. Funeral services were 
held in New Haven, April 26. 


Pull Easy garden tools will hereafter 
be manufactured by the Hudson Mfg. 
Co., Hastings, Mich., who have pur- 
chased the entire stock of equipment 
and good will owned by the Pull Easy 
Mfg. Co., Waukesha, Wis. 
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Death Claims Robert N. Peck 








Robert N. Peck 








HE passing of Robert N. Peck, 

for thirty-eight years with The 
Stanley Rule & Level Co., will be a 
distinct shock to his hundreds of 
friends and associates in the hard- 
ware and tool trades. 

He was born in Bridgeport, Conn., 
in 1866; his father was a farmer 
and his boyhood and school days 
were passed in Newtown, Conn. 
The rugged life of a farmer’s boy 
taught him the value of hard work. 
At the early age of sixteen, he came 
in contact with Charles L. Mead, at 


that time president of The Stanley 
Rule & Level Co., who spent his sum- 
mers in Newtown. Mr. Mead ar- 
ranged with him to begin his busi- 
ness career with the conipany in the 
New York office. His wages were 
of course small, but he had natural 
trading instincts, and as an office 
boy he bought tools from the com- 
pany and after business hours sold 
them to carpenters whom he found 
at work in the neighborhood. At 
this early age he was thus getting 
trading experience and incidentally 
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building up a demand for Stanley 
tools. 

He moved to New Britain in 1290 
and was shortly elected vice-presi- 
dent and a director of the company, 
A little later he began traveling in 
this country and abroad and for 
several years made regular trips in 
building up and developing the com- 
pany’s trade connections. He man- 
aged the sales of the company so 
successfully that the products were 
to be found in every town in this 
country and in all large cities abroad. 


Was Vice-President 


Rather more than a year ago, The 
Stanley Rule & Level Co. was 
merged with The Stanley Works 
and Mr. Peck was elected vice- 
president and director of the en- 
larged organization. His intimate 
knowledge of his business over so 
long a period and his constant close 
contact with markets made him an 
authority, and his advice was sought 
and followed by both producers and 
distributors. 

The distinguishing qualities in 
his character were his modesty, his 
courage and his honesty. He was a 
member of the local clubs, a director 
in the New Britain National Bank, 
and keenly interested in St. Mark’s 
Episcopal Church, in which for 
many years he was a vestryman and 
recently a warden. Much of his 
time and thought centered on this 
church and the beautiful new build- 
ing now under construction may al- 
most be considered his child. It is 
to be built of stone from a quarry 
very near to his old boyhood home 
of Newtown. 

Mr. Peck was simple in his tastes, 
very fond of his home and his fam- 
ily life was ideal. He was a good 
citizen of New Britain and a fine 
example of New England manhood. 
He leaves a wife, one son, Dr. Eu- 
gene Peck of New Orleans, two 
daughters, Misses Louise and Mar- 
garet; also two brothers, Dr. Charles 
H. Peck and A. W. Peck of New 
York and a sister, Mrs. James 
Minor of Portchester, N. Y. 
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Here are the employees of the Hardware Dealers’ Mutual Fire Insurance Co., Hardware Mutual Casualty Co. and 


| the 


Wisconsin Retail Hardware Association at Steven’s Point, Wis. 





That Priceless Ounce of Prevention 


You Know What a Fire Would Do to Your Store 
and You Know How to Be Careful—The Loss by Delay 


[Editors Note: The following paper 
was read at the April meeting of the 
Brooklyn Retail Hardware Association 
by Mr. Daily, manager of the hardware 
firm of A. N. Nelson, 43 Hamilton 
Avenue, Brooklyn, N. Y.] 


FEEL that the subject of fire 
I prevention is one that every 
successful hardware merchant 
should be interested in, because, re- 
gardless of the amount of insurance 
you may carry, you can never re- 
cover completely from a serious fire. 
The Bureau of Fire Prevention is 
more interested in removing the 
causes of fire than in fighting those 
that do occur.’ There is a feeling 
among some business men _ that 
should be corrected, and that is look- 
ing upon the fire prevention inspec- 
tor as a nuisance and his recom- 
mendations as humbug. The firm I 
am connected with went fifty-six 
years without a fire, but when it 
came we were very glad to have 
chemical extinguishers and sand 
pails to combat it until the arrival 
of the fire department, as well as a 
fire-proof door to confine the flames 
to one section of our store. When 
the fire department forced us to in- 
stall this door and have those fire 
extinguishers and sand pails we 
considered them unnecessary. But 
when the test came the fact that we 
had them saved our business for us. 
The character of the business in 
which we are engaged, especially 
those dealers among us who carry a 
line of paints and oils and varnishes, 
is classed by the fire department as 
one of the most hazardous. When 
you consider the amount of sawdust, 
excelsior and waste paper which 
passes through your store every day, 
and know that these three items, ac- 
cording to record, are the cause of 
more than 50 per cent of the fires 
that occur, it is easier to realize 
the necessity of, clearing out these 
things as quickly as possible after 
unpacking your goods. We make it 
a practice in our store never to close 
up until all excelsior, sawdust and 
waste paper have been removed out- 
side the building, because we know 
that a handful of sawdust and a 
few drops of oil and a tiny spark 
can put us out of business before 
morning. 
' Let each man consider for himself 


By EDWARD F. DAILY 


if a fire broke out in his store to- 
morrow morning whether he would 
be able to combat it or if he would 
be driven out to see the results of 
his years of labor go up in smoke 
and flames. 

Are your cellars and floors all 
blocked up with cases and barrels, 
or is there a passageway to all 
points on these floors? Have you 
fire pails filled with water or sand 
distributed around all the floors and 
cellars of your store? I know it 
often seems that some of the pails 
filled with water or sand appear to 
be nuisances, but a bucket of water 
in the right spot will put out a blaze 
that five minutes later might require 
the utmost ability of the fire de- 
partment to conquer. The following 
recommendation regarding fire pails 
are made by the New York Fire De- 
partment: 

“Fire pails should be placed 
throughout the premises used for 
business, including cellars and sub- 
cellars and all floors. There should 
be at least twelve pails for every 
square foot of floor space, and double 
this number near extra hazardous 
features, such as oil rooms, or where 
dangerous goods, such as lamp black 
in bulk, cotton waste or caulking 
cotton is stored, or any other com- 
modity that is liable to spontaneous 
combustion. 

“Pails should never be placed 
more than six in a group and groups 
should be staggered; that is, placed 
diagonally in order, to be near at 
hand when needed. They should be 
placed in a free open space, and par- 
ticular care should be taken that no 
goods are stacked in front of them. 
They should be looked after every 
week and kept filled with water 
within two inches of the top. 

“Chemical extinguishers should be 
distributed generously through the 
building, but in connection with 
these it is very important that your 
employees understand their opera- 
tion, and more than anything else, 
regular inspection should take place 
to make sure that the extinguishers 
are filled and in proper working 
order.” 

Sheet Iron Flcor Covering 

The room or section of the store 

where oils are handled should have 
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the floor covered with sheet iron to 
avoid having wood that becomes oil 
soaked. Never leave oils in a 
wooden barrel, once opened transfer 
it to an iron tank. A drip pan 
should be placed under your tank 
to catch the drippings, and sand 
should be placed in this pan to ab- 
sorb the drippings. Never place 
sawdust on the floors or in the drip 
pan to absorb the oil. If you sell 
gasoline or benzine do not measure 
it out with a gas jet lit in the room. 
Never stick a match or a candle into 
the spout of a can to see what it con- 
tained before, 

I could go on in this way indefi- 
nitely, but most intelligent people 
know these things. But the trouble 
is that they are so trite that few of 
us think about them very often. 
But if I have started anybody think- 
ing about what he would do if a fire 
did occur in his store I have accom- 
plished my object. 


Coming Hardware 
Conventions 


SOUTHEASTERN 


RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhib- 
tion, Atlanta, Ga., May 17, 18, 19, 20, 
1921. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 

MeTAL BRANCH OF THE NATIONAL 
HARDWARE ASSOCIATION CONVENTION, 
Hotel Cleveland, Cleveland, Ohio, June 
3 and 4, 1921. George A. Fernley, sec- 
retary, 505 Arch Street, Philadelphia, 
Pa. ° 

AMERICAN 
HARDWARE 


IRON, STEEL AND HEAVY 
ASSOCIATION CONVENTION, 
Montreal, Canada, June 7, 8, 9, 1921. 
Headquarters, Windsor Hotel. A. H. 
Chamberlain, secretary-treasurer, Mar- 
bridge Building, New York City. 
MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Great Southern Hotel, Gulfport, June 
14, 15, 16, 1921. E. R. 
tary, Agricultural College 
NATIONAL RETAIL HARDWARE ASSO 
CIATION CONVENTION, Louisville, Ky., 
June 20, 21, 22, 23, 1921 sadquar- 
ters, Seelbach Hotel. Herbert P. 
secretary, Argos, Ind. 
KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Jeffer- 
son County Armory, Louisville, Jan. 24, 
25, 26, ats 1922. J. M. Stone, secretary 


treasurer, Sturgis. 


Gross, secre- 


Sheets, 
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MR. VAYO’S NEW COMPANY 


With A. H. Vayo, well known hard- 
ware specialty salesman at its head, 
the A. H. Vayo & Co., has been recent- 
ly organized with spacious offices at 
1100 State-Lake building, Chicago. 
The company will act as a selling or- 
ganization for a number of hardware 
specialies, several of which are manu- 
factured by Mr. Vayo’s own companies. 

Through an enlarged sales force Mr. 
Vayo is able to multiply his abilities 
and services as an expert salesman of 
many proven suécesses in the hardware 
field. 

One of Mr. Vayo’s best known lines 
is the Wesplug, a spark plug which 
is offered on a basis of excellent 
mechanical features and a sound and 
attractive merchandising plan. 

Considerable success has been met 
with the Cleveland Automatic Still, 
made and marketed by the Vayo Co. 
The still is for use in battery stations 
and garages, hospitals, homes, etc. The 
sale of the still has been very large and 
it is now planned to offer the hardware 
interests an opportunity to stock it. 

Recently Mr. Vayo’s long identifica- 
tion with and ability in the Symms- 
Brownwell Mfg. Co. organization was 
recognized by his elevation to the vice- 
presidency and general sales manager- 
ship of Symms-Brownell Mfg. Co. 

“T believe business is going to be in- 
creasingly good,” said Mr. Vayo, after 
a study just made of his territory. 
Trends seem to be toward greater con- 
fidence and a more normal volume of 
business.” 


THE BUSINESS OUTLOOK 


The People’s National Bank at Pitts- 
burgh, one of the largest in that city, 
sends out each month, a business let- 
ter setting forth conditions in various 
lines of trade, and also giving a fore- 
cast as to the outlook. In its letter for 
May, this bank gives its views as to 
the general business outlook as fol- 
lows: 

“The country is doing business very 
cautiously and the buyers’ strike, al- 
though relieved in some branches, has 
been by no means ended. This is partly 
due to the refusal of retailers in vari- 
ous cities to make the price concessions 
necessary to attract buying on a rea- 
sonably normal scale. Until this ques- 
tion is settled the trade depression will 
not be appreciably relieved, for the need 
of the hour is to establish both whole- 
sale and retail prices at a level where 
the public will become convinced that 
the bottom has been touched. Some 
industries show increased demand, but 
the volume of trading for the country 
as a whole is still very much below that 
of recent years, weekly bank clearings 
showing average declines of more than 
20 per cent compared with the cor- 
responding period a year ago. It is 
evident that thousands of buyers who 
are financially able to make large pur- 
chases at this time are not buying be- 
cause they feel that the markets may 
go lower still and that they can fill 
their requirements more advantageous- 


- ly later on. 
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Conditions in the building 
industry are illustrative of this feeling 
for while the nation is admittedly short 
at least one million dwellings, new 
building operations have not yet been 
resumed on a large scale. There is 
pressing need of thousands of new 
houses and apartment structures at 
or near the centers of industrial activ- 
ity, but except in sporadic instances, 
this development is not making any- 
think like the progress it should. This 
is suggestive of the conditions in other 
industries and shows how important it 
is that our business men—our manu- 
facturers, wholesalers, and especially 
our retailers—should stabilize business 
upon a genuinely lower price level as 
soon as it is possible to do so.” 


Dynamite Ditching 

Until recently -when a_ hardware 
dealer learned that one of his cus- 
tomers contemplated digging some 
ditches, he figured he might sell him 
picks and shovels; now the up-to-the- 
minute dealer wonders if he can’t sell 
him a few hundred or a few thousand 
pounds of dynamite, upon which his 
profits would be many times greater. 

Dynamite for ditching is coming 
strong! The trade is being system- 
atically developed by expert demon- 
strators sent out on the farms by two 
or three of the enterprising powder 
companies. These efforts are bearing 
fruit in the shape of many nice orders 
for dealers calling for dynamite, caps, 
blasting machines, and other material 
used for blasting ditches. 

For instance, at Sunflower, Missis- 
sippi, recently, 150 people, many of 
them owners of farms, saw a demon- 
strator blast nearly one half mile of 
ditch on R. L. Craige’s plantation. It 
connected a bayou with a drainage 
canal. 

After the course had been staked 
out, a single row of bore holes was put 
down 30 inches apart and 382 inches 
deep and each loaded with 1% lbs. of 
40 per cent ammonia dynamite. An 
electric blasting cap in each hole was 
used to fire charges. 

The result was a ditch, 4 ft. deep, 5 
ft. wide at the top, sloping down to 
2 ft. bottom width, through the wet, 
sticky, tough gumbo soil. 

The cost of the ditch was $2.90 per 
rod. 

But the part that interests the 
dealer is that many of those who wit- 
nessed the demonstration said they had 
quite a bit of similar work to do on 
their own places and were convinced 
that was the way to do it. And this 
is why the dealer is interested: It re- 
quired 1584 pounds of dynamite, 1056 
electric blasting caps and a blasting 
machine to blast that half mile of ditch. 
That’s a bill of goods amounting to 
around $550 on which the dealer could 
figure a profit of about 20 per cent. 


The Bellaire Stove Co., Bellaire, 
Ohio, announces that the recent reduc- 
tion of 10 per cent credited to its line 
of stoves is incorrect, for there has 
been no such price change in its line. 
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CHICAGO WANTS CON. 
VENTION 


HICAGO hardware interests are 

out after the 1922 convention of 
the National Retail Hardware Associ- 
ation. A preliminary organization had 
been completed and plans are well ad- 
vanced. 

The co-operation of the Chicago 
Chamber of Commerce and the Illinois 
Retail Hardware Association has been 
given the committee and the conven- 
tion bureau of the Chamber of Com- 
merce is handling an active campaign 
to win the support of delegates at the 
Louisville meeting next month. 


Chicago bases its claims to the 1922 
meeting on these points: (1) Central 
location with ideal railroad facilities; 
(2) ample hotels; (3) unlimited sum- 
mer resort and amusement attractions; 
(4) a large fund for entertainment; 
(5) the advantages of a natural hard- 
ware center with opportunities to visit 
steel mills and manufacturing plants; 
(6) Chicago has not had a national 
convention in years and feels its turn 
is at hand; (7) exceptional opportuni- 
ties for entertainment of the ladies, 
such as the Hardware Club of Chicago, 
theatres, etc. 

Ex-National President C. T. Wood- 
ward, representing the Illinois associ- 
ation, has promised to officially present 
Chicago’s invitation to the national as- 
sociation. Mayor W. H. Thompson 
and many prominent Chicago hardware 
men will “second the motion.” 

The entertainment fund has already 
been raised. 

This is the committee which is mak- 
ing every effort to induce the associa- 
tion to “come to Chicago”: W. D. 
Lewis, Yale & Towne; W. Meeker, 
American Steel & Wire Co.; T. A. Han- 
son, Columbian Rope Co.; R. W. Blanch- 
ard, Hart & Cooley; John Mills, New 
York Belting & Packing Co.; W. C. 
Stephens, Corbin Co.; H. B. Macrae, 
Reading Hardware Co.; A. Vere Mar- 
tin, A. Vere Martin Co.; F. J. Koch, 
McKinney Mfg. Co.; E. T. Dunning, 
Sargent Co.; F. A. Burke, Hibbard, 
Spencer, Bartlett & Co.; J. Zeller, Bul- 
lard & Gormley; S. M. Perigo, E. C. 
Atkins & Co.; C. K. Anderson, Ameri- 
can Wire Fabrics Co.; H. Voight, Gued- 
er, Paeschae-Frey Co.; L. I. Mather, 
Henry Disston & Sons, Inc.; Warren 
McArthur, R. E. Dietz Co.; I. B. Frey, 
Coonley Mfg. Co.; Andrew Hoffman; 
G. F. Hawkinson, G. B. Carpenter Co.; 
John M. Hart, John M. Hart Co.; E. T. 
Hahn, C. Hahn & Co.; C. G. Barth, 
Rhem Hardware Co.; John Wallace, 
president Chicago Retail Hardware As- 
sociation; C. T. Woodward, [Illinois 
Retail Hardware Association; J. A. 
Billings, Payson Mfg. Co.; E. B. Moore, 
E. B. Moore & Co.; A. R. Farnum, Ste- 
vens Metal Products Co.; J. F. Bow- 
man, Chicago Chamber of Commerce, 
and Fred Rhuling, Rhuling Hardware 
Co., chairman. 





ditoria| Comment 





The Man Who Hits the Ball 


HE finest pitcher in the big leagues to-day would be a hopeless “busher” if his aim 
was faulty and his sense of direction was defective. 


q The men who lead the big leagues in batting averages would be at the bottom of 
the column if their aim was not of the best or their ability to “connect” with the ball 
was a sixteenth of an inch inaccurate. 


q The champion golfer is the one whose aim is unerring and whose efforts are never wasted. 
The tennis player must send the rubber ball just far enough without going over the line or 
his efforts have been fruitless. 


q One of Life’s tragedies is the man who, although capable and strong, misdirects his ef- 
fort. The man who is to be pitied, is the man who swings at the ball and never hits it. 
All the technique in the world will avail him nothing unless his aim is right. He is wast- 
ing time, he is delaying the game. 


q The man in business who never attains success is the man who cannot close a deal. His 
logic may be flawless, his personality keen, but if he fails to “put over” what he has started 
out to do, all of his previous effort has been wasted. 


q There is to be found in every business the man who becomes over-enthusiastic. He is 
the man who is so taken up with his own theories that he utterly fails to see what effect 
his arguments are having on the people who are listening to him. He talks with all the 
conviction in the world; his manner is polite and obliging but—he is swinging without hit- 
ting, his efforts are misdirected. He works very hard to convince without even making an 
impression. He expounds theory after theory, he extols merit after merit and he uses 
every sales argument known in the art of salesmanship. After the prospect has left the 
store without purchasing he is mentally exhausted, a trifle discouraged and he vaguely 
wonders how he failed to make the sale. 


q An analysis of his work might be this: He never for one moment gave consideration to 
the thoughts of the customer, he has given no study to the “psychology of sales,” he has 
been rambling at random, he has been aimlessly arguing and he has worked without pur- 
pose. 


q The salesman who knows his goods and in addition knows his customers is the sales- 
man who is leading the league. He is not swinging without hitting. The resounding re- 
port of the compact between the ball and the bat is heard rather than the raucous shout 
of the Umpire, “Strike Three, Yer Out!” 


q There is a time to stop, to consider and perhaps to wait in the game of selling just as 
there is a time when the batter must wait after the pitcher has sent the sphere on its jour- 
ney toward the plate. The batter who hits out blindly at everything that comes along is 
soon retired. No matter if every swing might have been a home run, it does not count if 
the effort has been misdirected and the baseball is safely lodged in the mammoth mitt of 
the catcher. 


q Batting averages are computed on accomplishments; success is gauged the same way. 
4, The team with the best batters stands a good chance of getting the pennant. The store 
with the best salesmen stands a wonderful chance of attaining success. 

gq Or as Grantland Rice, the sporting writer, expresses it: “The game’s finest swing is of 
little use after the ball has crossed the Plate.” 


q The salesman’s finest efforts are of little use after the customer has left the store. 
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Court Reaffirms Right to Maintain Prices 


Highest Tribunal Further Clarifies Issue—Stevens Bill to 
Be Pushed—Bacharach Suggests Substitute for Sales Tax 


WASHINGTON, May 16. 
HE Federal Trade Commission has 
received another blow in the re- 
gion of the solar plexus at the 
hands of the United States Supreme 
Court. That august tribunal in a nota- 
ble case has again sustained the right 
of the producer to fix the price at which 
his product may be sold by jobbers and 
retailers, provided no contract or agree- 
ment to maintain such prices is en- 
tered into by producers and dealers. 
Notwithstanding the decision of the 
Supreme Court in the cases of Colgate 
& Co. and Schrader’s Sons, Inc., and 
of the United States Circuit Court of 
Appeals in the case against the Beech- 
Nut Packing Co., instituted by the Com- 
mission, complaint after complaint has 
been filed against business concerns 
throughout the country charging them 
with violating the Sherman Law, the 
Clayton Act, and the statute under 
which the Commission was created. 
Very little has been vouchsafed the 
business public by the Commission to 
clear up the mystery as to its arbi- 
trary course in the face of the court 
rulings of such high authority, but an 
effort has been made to cause it to ap- 
pear that the courts have not been de- 
termining the real issue in the cases 
they have decided but have been ruling 
on mere technicalities. 


A Clean Cut Issue 


In the case which the Supreme Court 
has just now decided there can be no 
question of technicalities, and while 
three of the nine judges composing the 
bench have filed a dissenting opinion, 
the statement submitted by them goes 
even further than the majority opinion 


By W. L. CROUNSE 


to make it clear that in this case the 
price-maintenance issue was_ sharply 
drawn, stubbornly contested, and con- 
clusively determined. 

Frey & Son, Inc., jobbers, instituted 
this action in the District Court for 
Maryland to recover threefold dam- 
ages under the Sherman Act, alleging 
the existence of “an unlawful contract, 
combination, or conspiracy” between 
the Cudahy Packing Co., manufacturer 
of “Old Dutch Cleanser” and various 
jobbers for the maintenance of resale 
prices. The plaintiffs in this case re- 
lied upon the interpretation given the 
Sherman Act in the case of Dr. Miles 
Medical Co. vs. Park & Sons Co., (229 
U. S. 373), a case in which a large 
number of drug jobbing houses were 
convicted of a conspiracy to maintain 
prices by a general agreement, an im- 
portant feature of which was a serial 
numbering plan by which every item of 
each producer could be traced to the 
consumer, and any price-cutting jobber 
or retailer easily identified. 


Court Followed Colgate Case 


In an elaborate charge, the issues 
were submitted to the jury for deter- 
mination. Judgment for $2,139 was 
entered upon a verdict for the plain- 
tiff, but this was reversed by the Cir- 
cuit Court of Appeals, after the deci- 
sion in the Colgate case had been ren- 
dered, and before the Supreme Court 
had decided the Schrader case. The 
case then came to the Supreme Court 
on a writ of error. 

In sustaining the Circuit Court of 
Appeals, the Supreme Court in the ma- 
jority opinion delivered by Mr. Justice 
McReynolds said: 
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“The court below concluded ‘Ther2 
was no formal written or oral agree- 
ment with jobbers for the maintenance 
of prices,’ and that considering the doc- 
trine approved in United States v. Col- 
gate & Co. the District Court should 
have directed a verdict for the defend- 
ant. Other errors by the trial court 
were assigned and relied upon. If any 
of them was well taken we must affirm 
the final judgment entered after waiver 
of new trial and upon consent as above 
shown. 


No Contract or Agreement Shown 


“It is necessary to repeat what we 
said in United States v. Colgate & Co. 
and United States v. Schrader’s Son, 
Inc. Apparently the former case was 
misapprehended. The latter opinion 
distinctly stated that the essential 
agreement, combination or conspiracy 
might be implied from a course of deal- 
ing or other circumstances. Having 
regard to the course of dealing and 
all the pertinent facts disclosed 
by the present record, we_ think 
whether there existed an unlawful 
combination or agreement between the 
manufacturer and jobbers was a ques- 
tion for the jury to decide, and that 
the Circuit Court of Appeals erred 
when it held otherwise. 

“The recited facts, standing alone, 
(there were other pregnant ones) did 
not suffice to establish an agreement 
or combination forbidden by the Sher- 
man Act. This we pointed out in 
United States v. Colgate & Co. As 
given the instruction was erroneous 
and material. The judgment below 
must be affirmed.” 


Minority Opinion Sheds Light 
The majority opinion is so brief 4s 
to suggest that the Supreme Court 1s 
becoming a little wearied of the repeat- 
ed efforts to convict manufacturers of 
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maintaining prices without definite 
contracts or agreements, and that it 
does not intend to discuss the details 
of such cases in the opinions it may 
hereafter render. But the minority 
opinion, which was presented by Mr. 
Justice Pitney, and concurred in by 
Justices Day and Clarke, sheds an in- 
teresting light upon the practices of 
the Cudahy Co. in its effort to pre- 
vent price cutting, and the extent to 
which producers are justified in pro- 
tecting themselves. 

In referring to the action of the Cir- 
cuit Court of Appeals in reversing the 
court below, the minority opinion says: 

“A judgment rendered by the United 
States District Court upon the verdict 
of a jury in favor of plaintiff was re- 
versed by the Circuit Court of Appeals 
(261 Fed. Rep. 65) upon the ground 
that the acts of defendant and its as- 
sociates amounted to no more than an 
announcement in advance that custom- 
ers were expected to charge prices fixed 
by defendant upon penalty of refusal 
to sell to an offending customer, ob- 
servance of the request by customers 
generally, and actual enforcement of 
the penalty by refusing to sell to such 
customers as failed to maintain the 
price; and hence that under the deci- 
sion of this court in United States v. 
Colgate & Co., 250, S. 300, there 
was no ground of recovery under the 
Anti-Trust Act.” 


How Cudahy Influenced Prices 


Taking up the contention of the ma- 
jority opinion that the decision of the 
Court of Appeals correctly held that 
the District. Court erred in the instruc- 
tions to the jury under which a verdict 
was given for the plaintiff, the minor- 
ity opinion says: 

“The instruction to which error is 
attributed related to the question 
whether a combination between defend- 
ant and the wholesalers and jobbers for 
the purpose of maintaining resale 
prices had in fact been shown. After 
referring to the method pursued by 
the defendant in marketing ‘Old Dutch 
Cleanser,’ and stating that under the 
law defendant could not be held liable 
under the first count unless it was a 
party to a contract or combination or 
conspiracy to fix and maintain prices; 
that defendant denied it was a party to 
any such combination, contract or con- 
spiracy, and insisted it had merely 
notified the jobbing trade what prices 
it thought were the lowest at which 
jobbers would resell its product at 
sufficient return to make it worth their 
while to push the sale of such prod- 
uct; that plaintiff admitted that, with 
reference to most of the jobbers at 
least, there was no written or signed 
agreement on the subject, and none 
couched in any formal or express 
terms; but that defendant from time 
to time had issued circulars to the 
trade, urging the importance of main- 
taining ‘uniform and fair jobbing and 
retail prices and trading provisions’ 
and stating that ‘any sales by jobbers 
at special prices would . demoral- 
ize prices and disturb the entire busi- 
ness in these products,’ and that ‘uni- 
formity and equality as to terms, 
delivery and price is essential. It is 
therefore required of our distributing 
agents that they fully co-operate with 
us in this direction, as per terms, con- 
ditions, and prices laid down in our 
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published general sales list’; and that 
upon bills sent to wholesalers by de- 
fendant there was stamped a _ notice 
that ‘All your quotations, bids, sales 
and invoices for Old Dutch Cleanser 
either to jobbers, semi-jobbers, retail- 
ers or consumers, should be at a rate 
not lower than laid down in our pub- 
lished general sales list’; the trial 
judge proceeded, as to the particular 
question whether in fact there was a 
combination, to speak thus: 
The Court’s Charge to Jury 

“‘T can only say to you that if you 
shall find that the defendant indicated 
a sales plan to the wholesalers and 
jobbers, which plan fixed the price be- 
low which the wholesalers and jobbers 
were not to sell to retailers, and you 
find defendant called this particular 
feature of this plan to their attention 
on very many different occasions, and 
you find the great majority of them 
not only expressing no dissent from 
such plan, but actually co-operating in 
carrying it out by themselves selling at 
the prices named, you may reasonably 
find from such fact that there was an 
agreement or combination forbidden by 
the Sherman Anti-Trust Act’.” 
Minority View Based on Technicality 

Whether this charge was erroneous 
or not the minority opinion holds as 
immaterial because, according to the 
minority, the record fails to disclose 
the fact that this feature of the charge 
was made the subject of a proper ex- 
ception. It would thus appear that the 
dissent of the minority of the Court in 
this case is based not upon a diverg- 
ence of view as to the legality of the 
price-maintenance methods employed 
by the Cudahy Co., but upon a mere 
technicality as to whether the defense 
had called the attention of the Court 
of Appeals in due form to the error in 
the charge of the District Court. 


Renews Interest in Stevens Bill 


The decision of the Supreme Court 
in the Frey-Cudahy case naturally re- 
news interest in the Stevens Bill, which 
the American Fair Trade League now 
hopes to induce the House Committee 
on Interstate and Foreign Commerce to 
report with a favorable recommenda- 
tion at the present session. Repre- 
sentative Kelly, of Pennsylvania, who 
recently introduced this bill, has issued 
a statement concerning its merits, 
which will be of special interest to re- 
tail merchants. 

The purpose of the bill, according to 
Mr. Kelly, is “to give the independent 
manufacturer of an identified product 
the right to file his trade-mark or brand 
with the Federal Trade Commission as 
well as his price for sale to the whole- 
saler and retailer. On such filing, he 
would have the right to maintain the 
price of his article. 

“If any person feels aggrieved—that 
the price is too high, for instance—he 
may appeal to the Federal Trade Com- 
mission. The Federal Trade Commis- 
sion may revoke the right to fix the 
prices, but may not fix the price itself.” 


Consumers to Be Protected 


This would guarantee fair and rea- 
sonable prices all down the line, Mr. 
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Kelly feels, which would protect the 
consumer. Protection against profiteer- 
ing will come through the fact that 
when the price is fixed the articles 
may never be sold at more than the 
standard price. 

A way is provided for disposing of 
goods by the dealer who may be going 
out of business, and who may wish to 
conduct a sale at low prices. He may 
first offer them back to the maker at 
the prices he paid for them. If the 
maker wishes, he may buy them back. 
If he declines they may then be sold 
at any prices. 

The bill would apply of course, only 
to goods in interstate commerce. A 
similar law is in effect in Oregon, and 
most of the European countries have 
such legislation and it has worked 
most satisfactorily, according to Mr. 
Kelly. 

“Such legislation,’ says Mr. Kelly, 
“will protect the good will of manufac- 
turers and dealers, which is at the 
mercy of buccaneer bargainers who 
slash standard prices and set up ‘mis- 
leaders’ in order to deceive the public. 
Good will is-property in modern busi- 
ness, as actual, positive and genuine 
as machinery and materials. It belongs 
to the maker of the goods; he does not 
sell it, but is vitally interested in pre- 
serving it after the goods are in the 
consumers’ hands. For the best in- 
terests of every party in the transac- 
tion, the user and distributor as well 
as the maker, there must be legisla- 
tion that the manufacturer of the 
standard identified, trade-marked goods 
whose quality and price have won the 
good will of the public, shall have power 
to protect it by enforcing a standard 
price policy in the marketing of his 
product.” 


Commission Issues More Complaints 


The latest weekly grist of complaints 
issued by the Federal Trade Commis- 
sion includes two of special interest. 
In a third case, however, the Commis- 
sion has been obliged to dismiss the 
case under rather humiliating circum- 
stances. 

A safety razor company doing busi- 
ness in New York City is made the 
respondent in a complaint alleging un- 
fair competition in the sale of razors in 
interstate commerce. 

The complaint is directed to the com- 
pany’s practice of selling safety razors 
packed in individual boxes at from 30 
cents to 66-2/3 cents apiece with 
stamps or brands to indicate that the 
price of the article is from $2 to $3.50. 

The complaint avers that these prices 
“do indicate value or 
actual retail price of the razors and 
fictitious and de- 
ceive the public as to the grade or 
ity of the contained in 
boxes.” Thirty days 
file an answer after 
will be heard on its merits 


not the true 


are and excessive 
qual- 
razors the 
are allowed to 


which the case 


Made Profit on Combination Sales 

In another case the Commission has 
cited a big mail-order grocery house in 
Chicago in a complaint of unfair com- 
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petition, which the Commission sets 
out as follows: 

“The complaint is directed to the 
combination lot method of selling 
groceries, as followed by this company. 
These combination lots are made up 
of a limited number of staple articles 
such as sugar, the prices of which are 
well known and are quoted below pre- 
vailing market prices, while other ar- 
ticles in the same lot are quoted at 
prices in excess of the prevailing mar- 
ket. Purchasers are required to take 
the entire lot, the profit to the respond- 
ent as a whole amounting to fifteen to 
twenty per cent, according to the com- 
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plaint. 

“Thirty days are allowed to file 
answer to the complaint’s averment 
that the company’s advertisements are 
misleading and cause the public to be- 
lieve that all articles in its combination 
lots are quoted at the same propor- 
tionately low prices at which the staple 
articles are quoted.” 

The Commission also announces the 
dismissal of the complaint filed some- 
time ago against the American Sheet 
and Tin Plate Co. upon a charge of 
price discrimination. The dismissal 
has been made upon the Commission’s 
own motion “without prejudice.” 


Bacharach’s Substitute For Sales Tax 


EPRESENTATIVE BACHARACH 

of New Jersey, the author of the 
most conspicuous of the several sales 
tax bills that have been presented in 
the House at the present session, ap- 
pears to feel that the prospect for the 
enactment of this legislation has be- 
come rather discouraging as the result 
of the opposition of the Treasury De- 
partment, and has gone off on a new 
tangent. He now suggests the levying 
of a tax of one per cent on the “net 
worth” of each individual as an alter- 
native for the excess profits tax and 
so-called luxury taxes. 

Mr. Bacharach is working on such a 
bill and expects to introduce it at an 
early date. In a statement just issued 
he says he agrees with Secretary 
Mellon in his advocacy of the repeal 
of the excess profits tax and the so- 
called “nuisance taxes” but says a 
number of other special excise taxes 
such as the freight and express trans- 
portation taxes should be eliminated. 

“But frankly, I do not see how these 
changes can be made unless there is 
found some new source which we can 
tap in order to get revenue to make up 
for the money lost in the repeal of 
these taxes,” Mr. Bacharach says. He 
thinks customs receipts for the fiscal 
year 1922 will amount to twice the 
$300,000,000 estimated by the Secretary 
of the Treasury. 


Sales Tax Would Be Best 


“Personally I am still of the opin- 
ion,” continues Mr. Bacharach, “that 
the adoption of a sales tax plan would 
be the simplest and easiest method of 
raising additional revenue ‘and at the 
same time bring a reduction in the cost 
of living and a return of business pros- 
perity. The claim that such a tax 
would add to the cost of living, I do 
not grant. 

“The State of Pennsylvania has had 
a sales tax in operation for a number 
of years—it applies to wholesale and 
retail sales only. It is a good revenue 
producer for the State, and that it has 
not added to the cost of living is con- 
clusively shown in the report of the 
United States Labor Department in the 
Monthly Labor Review for February, 
1921. 

“This report shows the change in the 
cost of living in nineteen cities from 
December, 1914, to December, 1920. 


Of the one Pennsylvania city mentioned 
—Philadelphia—the report shows that 
the increase in the cost of living dur- 
ing that period was higher in the cities 
of Buffalo, Cleveland, Detroit, Houston, 
Jacksonville, New York and Norfolk 
than in Philadelphia. Of course, there 
is some opposition to the adoption of 
a sales tax but in my opinion we will 
certainly have it on our statute books 
sooner or later. 


Would Net a Billion 


“However, as an alternative propo- 
sition, I am considering the presenta- 
tion of a bill which would levy a tax 
of one per cent on the net worth of the 
individual to take the place of those 
taxes which I feel very strongly should 
be eliminated. Under the most un- 
favorable conditions such a tax should 
bring in more than a billion dollars in 
revenue. 

“There would be an exemption of 
$10,000 allowed to each person under 
this plan so that the person of small 
means would not be affected by it, and 
they would not be obliged to pay a tax 
on their small savings. It would en- 
courage, rather than discourage the 
people to own their own homes and it 
would likewise be an encouragement 
of business thrift. 

“The adoption of such a tax would 
permit of a substantial reduction in 
the surtax schedule, the elimination of 
the excess profits tax and practically 
all of the special excise taxes, and in 
addition, I believe, it would permit of 
a substantial amount being set aside as 
a sinking fund for the redemption of 
outstanding indebtedness. 

“In several countries in Europe the 
net worth of individuals as suggested 
above, has been adopted, and here in 
our own country we had such a tax 
during the Civil War, which was very 
effective in raising revenue at that 
time. 


Would End Tax Exemptions 


“Such a law would .force those to 
pay a tax who are now investing their 
money in federal and municipal tax- 
exempt securities for the purpose of 
avoiding the payment of income tax, 
and it would also force those individu- 
als to pay a tax who own unimproved 
property in growing business sections 
of the country upon which they pay 
only local taxes and who refuse to dis- 
pose of such property excepting at ex- 
orbitant prices; they would have to pay 
a tax or else dispose of their property 
at market value. Such a law would 
primarily affect the person of means, 
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but at the same time, if its adoption 
would bring a corresponding substan- 
tial reduction in the surtax schedule, 
as I think it would, the burden of taxes 
would not be any higher, and as a mat- 
ter of fact, would be less than at 
present.” 


Calder’s Panacea for Housing Shortage 


Demanding that Congress shall “take 
the penalty off home building,” Sen- 
ator Calder of New York, made an 
address before the City Club here dur- 
ing the past week, urging Congres- 
sional legislation for the adoption of 
a nation-wide system similar to the 
so-called New York Plan, under which 
new housing is exempted from local 
taxation for ten years, thus encourag- 
ing private builders. Addressing the 
citizens of the District of Columbia, 
he said: 

“You have got to organize to im- 
press this matter on Congress, as I 
find it very difficult to impress them 
of the same situation nationally. You 
would find, however, that such a law 
would bring a great stimulus to busi- 
ness here—it would not only establish 
a proper supply of homes, but it would 
increase the sale of building materials 
and all the furnishings that go into a 
home, as well as affording employment 
which would bring new buyers here. 

“There would be little if any increase 
in other taxes, as only the improve- 
ments are exempted and the land is 
taxed as usual and while the increased 
population might add a bit to your 
school, police and fire protection bills, 
the amount would be absorbed in the 
increased revenue from new business. 

“Other means of stimulating housing 
construction,” Senator Calder said, “in- 
clude lowering or removing the pres- 
ent high rate on income from mort- 
gages, the establishment of a federal 
housing bureau which would study 
standardization of building codes; es- 
tablishment of a home loan banking 
system; and requiring national banks 
to lend 50 per cent of their savings de- 
posits on real estate mortgages.” 


Must Have Lower Freight Rates 


Of the possibility that lower labor 
cost and freight rates might cut build- 
ing costs, Senator Calder said that 
labor couldn’t be asked to take a cut 
as long as the cost of living kept up, 
and especially if it made as much im- 
provement in delivering production in 
the next six months as in the last six. 

“As for freight rates,” he concluded, 
“they must be lowered. I don’t want 
to believe that we face Government 
ownership and operation, but unless 
practical railroad men reduce rates— 
possibly by operating the roads as one 
system—we can’t tell what might hap- 
pen. Something like this must be done 
or we will face the prospect of having 
the Government in the railroad busi- 
ness too.” 

Senator Calder is much encourage< 
because of information he has receive’ 
that the New York Plan is receiving 
favorable attention in many sections. 
In the West, in particular, state ar 
municipal governments are beginni: 
to look upon it as a project that w!! 
give a very effective stimulus to home 
construction. 
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Season of Sports and Summer Camping an Opportunity for Productive 
for Bungalows— Washers for Warm Weather 


Publicity —Oil Stoves 


The Lure of Forest and Stream 


No. 1 (8 in. x 11 in.) 

When you are reading this number 
of HARDWARE AGE, school closing will 
be a matter of a week or so, the 
weather will in all probability have 
become settled and the great annual 
migration to the open spaces will have 





We have all the necessary equipment to make you play 
your best game. From driver to putter our line of golf 
supplies is complete and you will find it is of the best. 
No one can play a first class game of golf unless his 
equipment is also first class. If you will come in today 
we can show you how you can better your scores and be 
the envy of your neighbor. 
Wecan .furnish you with everything but the 
dy”. 
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Timely appeal to lovers of the Royal 
Game 


begun. Plans for summer vacations 
will be under discussion and equipment 
for camps, camping tours, summer 
bungalows will be in process of de- 
bate, 

In other words, what we are leading 
up to is this: get aboard the 1921 
“Summer Special” and let folks know 
that when it comes to sports and camp 
equipment, your store’s there. 

If you can’t think just this moment 
of what to feature, how to present it, 
etc., we can help you out of the dif- 
ficulty. Just take a look at the jim 
dandy store paper page from The 
Nampa Booster published by Christen- 
son Hdwe. Co., Nampa, Idaho. This 
ad takes care of the camper, the auto 
tourist, the “bungaloafer’’, the fisher- 


man and the legion of disciples of the 
old-fashioned day picnic. What more 
could you ask of one ad? 

The effect of this ad is very much 
strengthened by the attractive and sug- 
gestive cuts. The top cut makes one 
take a little less interest in work and 
more in the occupations of our Indian 
predecessors. 

The Thermos bottle cut suggests pic- 
nics and the comfortable looking ham- 
mock means but one thing—a cozy 
“bungaloo” by the lakeside. You can 


“Hell’s Half Acre” 


is the name given to that particular { 
stone National Park, where 





“Old Faithful” 
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Put a Geyser in Your Home 


pend to visit 
be even more 
aucet handle, 


for very much less than you a 

the home of Old Faithful and the results will 
pleasing. All you have to do ww 

press the electric butt 

an faithful as Old Faithful in t with this addi 
tional value 


It Washes While It Spouts 


and will soon pay for its original cost in salva 
and reduced laundry bills. 

We will put a GEYSER ELECTI 
your home for cash, or on ea 


Two Models $90.00 and $150.00 


Howard's, 


Washers and hot weather a great 
combination 
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i clothing 
IC WASHER in 


payments, as you prefer, 














build an ad without pictures but not 
so well. A hardware service furnishes 
these cuts and such a service is con- 
stantly busy planning in advance at- 
tractive cuts to lend more “pull” 
to your publicity. The cost of this 
work is tremendous but when it is 
spread over many stores, it  be- 
comes insignificant. The syndicate 








New Perfection 
Advantages 
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Buchanan Hardware Co. 


At Your Service, Phone 63 Richfield Springs, N. ¥ 











Good presentation of the popular sum- 
mer stove 


boon to retail adver- 
other way could the 
benefits of such service be secured at 
such relatively small cost. When such 
a service is combined with the electro 
service of hardware manufacturers, 
very little is left to be desired in the 
way of hardware ad illustration. 
Note the chatty opening talk in this 
ad, the featuring of tents, folding fur- 
niture and camp beds. The autoist is 
taken care of by luggage carriers, run- 
ning board canteens (these are be- 
coming very popular with auto tour- 
ists), fire-arms, thermos bottles, baskets 
for picnics, tires and accessories. The 


service is a 
tisers. In no 
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whole announcement is enough to up- that the line is complete. The illus- 
set any hard-working business man tration and heading combine to make 


and make him feel like 


chucking the this an ad bound to catch the eye of 


whole job overboard and hiking for a_ the golfer, 


bed of boughs under a 


starlit sky. And while we are talking of golf, 


Therefore, we call it a first-rate ad and don’t forget to put some ads in the pa- 
one that will be kept and referred to. per about your entire sporting goods 


Fore! 


No. 2 (3 cols. x 8 in.) 


As Briggs, the cartoonist 
papers says: “—and then he (she) 
took up GOLF.” Devotees 


department. Everything in the sum- 
mer sports goods line is in demand 
NOW 
of many The Bungaloafer’s Best Pal 


of other No. 3 (2 cols. x 6 in.) 


sports are termed “enthusiasts” but The oil cook stove and detachable 


golfers are dubbed “bugs” 


So when oven are the mainstay of the summer 


Nampa Booster, Published 2y Christenson Hardware Co., Nampa Idaho 
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Make that Trip a Real Joy With the Right Equipment 


The seasoned camper goes armed with al] the in. Just make yourself at home here. Drop in 
comforts he can carry along. It will pay you wel! and swap stories. You'll find your friends drop 
to take the petty discomforts out of your trip by ping in too—and we ourselves are quite sociable 


choosing at this store some of the conveniences 


lised on this page 


You've heard a lot about this store. Come in 


We're neve rtoo busy to say ‘‘Hello,’’ and we like 
to have sportsmen make this their headquarters 


and visit around in the different departments We have a good supply of standard gear and 
We don't expect you to buy every time you come tack Je for fishermen and hunters 


The Camp Bed Ideal 

The Stoll Utility Bed is large 
enough for two and yet folds up 
intoa small bundle five inches 
thick and forty-five inches long 
This is not a mere cot, but a real 
strong bed, al steel springs 
that keep thes vers from rolling 
together, be ise they are tight 
and level. This bed does fine ser 


vice on the sl 


eeping porch when 
not being used on a try 

The frame is sturdily built with 
steel angle iron, and the stee 
springs are non-stretchable and 

will not sag 
Come in-and see this hane 
it’s probaby whie 


been wai iting toT d 


Folding Furniture 


Folding tables, cots irs 
stools take the comforts of 
to the camps in the 

They fold up t 

bolk, and are 

priced 

Be sure and see these wher 
in the s 


Running Board Canteens 


News for ca nipe 


the Mitchell Hdwe. Co., 
Ohio, came out with this 
well knew it would have 
audience. 


Wire Comp Grate ¢ 
Can | t n ¢ 

is fl ms Hes is light and con 
venient You'll want t 

every trip 


Lugggage Carriers 
Coilapsible Auto Luggag 


Aluminum Utensils 


and go i 

seat wl 

n black ¢ 
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tents made of good « 
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Kamp Kock Stoves 


asoli that are 


Fishing Gear 


at I 
Dtaat 


fe) 


Tires and Auto 2 es 
tomobile 

ceg 

Hammocks 


he 


Pic-nic Baskets 


d ou ners of bungalows 


Ashtabula, home where gas and electricity are 
golf ad, it unknown quantities. This ad from the 


receptive Buchanan Hdwe. Co., Richfield Springs, 
N. Y., is neutral in its presentation by 


As it is becoming increasingly bad reason of the fact that oil stoves are 
form to improve one’s game by juggling largely used in rural communities. 
the score, golfers will be keenly inter- Our suggestion for the city hardware 


ested in this invitation to 
to be “the envy of their 


learn how dealer would be to have an ad featur- 
neighbors.” ing oil stoves for bungalows and also 


The fisherman is the only sportsman for city homes, as many people prefer 
left with the unalienable right to “im- them to gas stoves in summer for their 


prove his score” through 
memory so the golfer will 


lapse of economy and because they are as clean- 
hike to ly as gas and entail but small trouble 


Mitchell to see what the hardware man_ in providing for fuel supply. 


has up his sleeve. 


The Buchanan ad is very good. Ad- 


Notice that the ad dwells on the fact vantages are set forth in general and 
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in detail and a detailed price list c 
pletes the announcement. 

We have often wondered why hard 
ware dealers do not feature the fine 
broiler designed for oil stoves where 
the broiling is done without turning 
the meat and the meat juice saved fo: 
gravy. To our way of thinking this 
wonderful device beats a gas broiler. 
And then why are there not any ads 
on the three-burner oil water heater, 
a convenience de luxe for summer 
homes, and a practical economical and 
clean device for any home. 

While we are on the subject of oil, 
how about the oil stove toaster which 
makes toast to suit the queen’s taste. 
It seems to us that an opportunity is 
being overlooked through not advertis- 
ing these practical conveniences. We 
don’t know how many oil stoves are 
in use today but the total must be 
tremendous and the opportunity for 
selling additional devices is just as 
tremendous. 

Comfort for the Hot Months 
No. 4 (2 cols. x 9 in.) 

If a washer is desirable during the 
winter months, it is doubly so during 
the four months of pleasant weather. 
It does two great things: saves time, 
allowing more opportunity for outdoor 
recreation: saves labor, making hot 
weather more endurable for the house- 
wife who spends the greater part of 
the summer at home. 

The Howard ad, Mt. Vernon, N. Y., 
is certainly a new slant in washer ad- 
vertising and makes an excellent tie- 
up to the name and operation of the 
Geyser washer 

The Howard ad is a model of typo- 
graphical excellence. It contains a 
good deal of reading matter but it looks 
inviting and easy to peruse because of 
the care in which the copy is laid out. 
Good type layouts pay. 


Giving Refrigerators Away 

(Continued from page 59) 
plan, and it is likely that the aver- 
age hardware man can sell a rea- 
sonable amount of refrigerators on 
the “so much down and so much a 
week plan.” Care should be exer- 
cised to take a long enough profit to 
justify such a selling arrangement, 
and caution should be used in grant- 
ing credit. 

But the big club in Mr. Stewart’s 
sound advice is “sell refrigerators 
as an economy and not an expense.” 
Instead of letting the custome 
think a great deal about how much 
the article will cost him, lead him 
to think happily about how much it 
will save him. 

Selling refrigerators may be a bit 
easier this summer if our customers 
think about them as a means of 
greater comfort and enjoyment 1n 
life, and regard them as a mouey- 
earning investment and not a 
money-taking expense. 





Many Motor 


For Securing Tire Chains 

Tire chains would doubtless be used 
more if they could be put on with less 
trouble say the Central Flat Iron Mfg. 
Co., Johnson City, N. Y., who offer the 
trade a very efficient tool known as the 
Duo Point Chain Tool with the double 
lever pull. - 


This tool is designed to aid the 

















Duo Chain Tool 

motorist apply skid chains and is very 
easy to operate. The large hook is 
placed in the upper link of the chain 
and the small hook in the lower link. 
The lever is pressed bringing the link 
and the link hook together for connect- 
ing. 

With this tool a connection can be 
made very tight at will as the operator 
has plenty of leverage to work with. It 
is an aid to proper adjustment of tire 
chains that entirely eliminates loose 
chains that whip the fenders or that 
become unhooked and lost. 


Safety Spindles for Fords 


Safety and easier steering are ob- 
tainable with Mospico spindles on your 
Ford car, say the manufacturers, the 
Motor Spindle Corporation, 214 East 
Jefferson Avenue, Detroit, Mich. 

It is further said that the average 
Ford owner knows the one big source of 
danger and fatigue in driving his car 
the wabbly motion of the front wheels. 
Every bump or irregularity in the road 
throws the front wheels out of their 
course. Unless a tight grip is kept on 
the steering wheel there is actually con- 
stant danger of accident—especially in 
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Vospico Trailing Spindle 


passing other vehicles on rough country 
roads, 


Accessories and New Goods 


This danger can be eliminated by 
equipping the Ford car with Mospico 
Trailing Spindles. This type of 
spindle has an offsett instead of a 
straight arm like standard Ford spin- 
dles. It sets the front wheels slightly 
behind the center of the front axle. 
Consequently, instead of being pushed 
the front wheels are trailed or pulled 
along, lessening the effect of shocks and 
vibration and holding the car steady on 
its straight ahead course. 

Mospico Trailing Spindles steady the 
front wheels and prevent slewing, skid- 
ding and turning turtle, besides reduc- 
ing the wear on the tires. 

Upon turning a corner the car quickly 
rights itself and holds its course on the 
road. It travels through sand and mud 
as smoothly and safely as large, heavy 
ears. There is little danger of ditch- 
ing when the Mospico spindle is in use. 
In addition to the many safety features 
this spindle tends to lessen the strain 
on the driver by giving less tugs and 
jolts on the arms. 


new 


Speed and Safety Are Features 
of New Vehicle 


Real speed with safety are the two 
big features of the Chicago Flyer, a 
juvenile vehicle placed on the market 
by the Irvin-Smith Co., 17 North Wa- 
bash Ave., Chicago. 


The auto steel body is finished in 














Chicago Flyei 


steel 
bars 

com 
very 


blue enamel while the solid auto 
disc wheels, the seat and handle 
are finished in red enamel. The 
bination of colors make the car 
attractive and give it the speedy look 
that it really deserves. The rubber 
tires are very substantial and will give 
real service and positive traction. 

The car is very strong, with nothing 
to get out of order or adjustment. 
There is no dead center, thus lessenin 
| . T 


degree any chance of turn 


upsetting, even 


to a great 


ing over or on corners. 
It is 


velop a 


geared quite high and will de 
very high and fast 
speed. The manufacturer 
that it is capable of speed exceeding 
by one-third similar children’s vehicles. 
The cars are guaranteed by the maker 
to withstand a dead weight equal to 
one ton. 

The diameter of the wheels is 12 
inches, the car measures 20 by 49 inches 
and is adjustable for children ranging 
in age from 6 to 14 years. 
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AS Colt Auto Rim Cartridge 

To take care of the the 
Model 1917 .45 Caliber Colt and Smith 
& Wesson revolvers which are cham- 
bered for the .45 Automatic Pistol Cart- 
ridge, the Remington Arms Company, 
Inc., has added to its list and is now 
prepared to supply a cartridge known 
as the .45 Colt Auto Rim. 

This cartridge is said to be identical 
with the standard .45 Government 
Automatic Pistol Cartridge except that 
it has the rim instead of being rim- 
less. 

This rim cartridge will be appreci- 
ated by users of the model 1917 re- 
volver, who have heretofore been com- 
pelled to use a clip with the automatic 
pistol cartridge in order to permit the 
extractor to work. 


users of 


New Electric Fan Gives Gener- 
ous Breeze 
When the warm summer breezes 
flat and leave a humid and sticky feel- 
ing it is time to get the fan 
agoing. The Star motor fan, a product 
of the Fitzgerald Mfg. Co., Torring 
ton, Conn., is just the thing on a hot 
summer’s day, 
cooling and refreshing breeze. 
The fan blade measures eight inches 
and is heavily nickle plated. The mo 


ro 


electric 


for it gives a steady 
} 














operate 


tor will 
direct or alternating 
ge of from 100 t 
the fan 
sufficient 
The 
* 


poll 


motor 
hed so aS to 
the base is a twe 
regulates the fan. Ar 
a substantial guard of 
ed by rigid steel arms 

A hinge joint permits 
any angle or position by re- 
leasing or tightening a thumb set 
screw. Sufficient standard 
socket plug is furnished with each far 
so that it is complete and ready for 
use when sold to the istomer. 


desired 


cord 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, May 16, 1921. 

EASONABLE goods have probably 
been offering the most active 
stock turnover for local hardware 
dealers in the past six weeks. The 
importance of the effect of weather 
changes has been clearly shown in the 
past two weeks—10 days ago New 
York City and the surrounding terri- 
tory were the scene of very heavy rain 
storms that completely wrecked newly 
planted plots. The second wet day 
marked a very decided drop in the sales 
of garden implements and tools, caus- 

ing in some circles slight concern. 

When the fine weather came in the 
early part of last week, business in 
these items picked up noticeably, and 
records are now showing very good 
profits in this class of merchandise for 
both wholesaler and retailer. 

Jobbers report that the month of 
April, 1921, shows more profit and 
larger sales than the same month of 
the previous year. This was quite un- 
expected,. for although business had 
seemed very good in some lines, shelf 
hardware, machinist and mechanics’ 
tools, and even builders’ hardware, have 
shown very little activity. Builders’ 
hardware is slightly improved, but not 
sufficient to be considered an_ indi- 
cation. 

Local jobbers also report that bills 
sent out May 1, have met with more 
payments than those of April 1. Some 
consider this fact as significant of 
better credit arrangements in the near 
future. ; 

For the first time in many months 
large consumers and big operators of 
linseed oil have shown much interest 
and some business has been done 
among the so-called big fellows in this 
line. It will be remembered that lin- 
seed oil has practically been a dead 
issue except for the small buyers, who 
have been very consistent. 

Though there are a_ few price 
changes this week, many local manu- 
facturers’ agents and jobbers express 
the opinion that the era of numerous 
price changes is, for the time being at 
least, at an end. Others seem to ex- 
pect a few more reductions within the 
next three or four months, though there 


NEW YORK 


is no confirmation from manufacturers 
that would lead to this belief. 


THE MOST IMPORTANT PRICE CHANGES ARE 
AS FOLLOWS: 

TRIUMPH HALTER AND COIL CHAIN REDUCED 
71% PER CENT. 

HEAVY HAMMERS AND SLEDGES REDUCED 10 
PER CENT 

CORRUGATED FASTENERS, WITH PLAIN EDGES, 
NOW TAKE A DISCOUNT OF 40 PER CENT. 

GALVANIZED FENCE STAPLES ARE QUOTED 
FROM JOBBERS’ STOCK F.O.B. NEW YORK, AT 
$6 PER KEG. 

LIBERTY HALTER AND COIL CHAIN TAKES 
A DISCOUNT OF 30 PER CENT, AND THE SAME 
BRAND OF MACHINE CHAIN TAKES A DISCOUNT 
OF 30 AND 10 PER CENT. 

UNION HACK SAW FRAMES, NO. 
ARE NOW QUOTED AT $3.50 PER DOZ. 


Automobile Accessories.—Local job- 
bers attribute the very good business 
that is being done in accessories to the 
fact that motorists are not buying as 
many new cars. Consequently, there 
has been a real stimulation to the sale 
of parts, accessories and tools. It 
might be mentioned that auto tools, 
both by the piece and in sets, are being 
sold in a very satisfactory volume. 


Bolts and Nuts.—Buying in this line 
is comparatively light, though stocks 
are apparently very good in all sizes. 
There seems to be a slight difference 
in local quotations, but the prices 
given are representative of the gen- 
eral or average cost f.o.b. New York. 


Jobbers’ quotations f.o.b. New York: 

Common Carriage Bolts, % x 6 
smaller, 40 and 5 per cent; longer and 
thicker, 40 and 5 per cent; machine bolts, 
all sizes, take a discount of 40 and 5 per 
cent. Stove bolts, 75 and 10 per cent; 
common tire bolts, 60 and 10 per cent; 
sink bolts, 70 per cent. 

Hexagon machine screws, nuts, iron, 20 
per cent; brass, 4/32 to 8/32 in., 50 and 
10 per cent; 10/32 to 12/32 in., 40 per cent; 
14/32 in., 30 per cent; lock washers, 40 per 
cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 50 and 10 per cent; 5 and larger, 
50 and 10 per cent. Lag screws, 45 per 
cent. 

Toggle bolts, steel, 
cent. 


50 MODEL, 


and 


bright finish, 50 per 


Iron rivets, 35 and 5 per cent; copper 
rivets, 50 and 5 per cent; black tinners’ 
rivets, 35 and 5 on new list; tin tinners’ 
rivets, use black list plus $7.25 per 100 Ib. 

Builders’ Hardware.—Unfortunately, 
most building in the State of New 
Jersey has been tied up by labor trou- 
bles, though in other sections surburban 
to New York City building is reported 
on the increase. As was mentioned 
before in this report there has been 
a slight increase in the sale of build- 
ers’ hardware, but as yet the increase 
has not amounted to very much. Both 
jobbers and retailers seem hopeful that 
the next 30 days will show even more 
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improvement, so there seems to be no 
assurance. 

Farming Tool Handles.—A suburban 
dealer remarked last week that most 
of his customers had not doné enough 
hard work in their garden to break any 
rake or other tool handle. This seems 
to be about the situation, as there is 
very slight interest being shown for 
this class of goods. Prices appear to 
be firm and stocks adequate. 


Jobbers’ quotations f.o.b. New York: 

May fork handles, bent, 5 ft., 85 plus 5 
per cent; 6 ft., $7.70 plus 5 per cent; hay 
fork handles, straight, 5 ft., $4.20 per doz. 


plus 5 per cent; 6 ft., $6.70 per doz. less 5 
per cent. 

Long handle manure fork handle, $1.40 
per doz. plus 5 per cent; wooden D manure 
fork handle, $6.90 per doz. plus 5 per cent. 
Six-ft. rake handle, $6.20 per doz. less 5 


per cent, 

Shank rake hoe handle, $3.40 per oz. 
plus 5 per cent. Spade handles, $7.10 per 
doz. plus 5 per cent. Malleable D spacing 
fork handle, $5.75 plus 5 per cent. Wooden 
Db spading fork handle, $6.90 plus 5 per 
cent. 

Farming tool handles’ generally are 
quoted in this section at discount of 5 per 
cent. Pick, sledge, hammer and hatchet 
handles are quoted discount of 5 per cent. 


Galvanized Ware.—City trade is very 
dull in galvanized sheet, though out of 
town business continues to be very sat- 
isfactory. Local jobbers make the ex- 
planation that a year ago stocks would 
only permit distribution among _ the 
city trade, and that the out of town 
buyers were in many instances unable 
to make purchases of sheets, and so 
when stocks improve and city trade 
slumped slightly, the out of town peo- 
ple embraced the opportunity of get- 
ting the sheet that they really needed 
ten months ago. 


Prices to retailers f.o.b. 

Galvanized sheets, No. 
$6.25 per 100 Ib. 

Jobbers’ quotations f.o.b. New York 

Galvanized pails, 8 qt., $2.85; 10 
$3.20; 12 qt., $3.50; 14 qt., $4; 16 at., 
Prices are for 1 doz. 

Galvanized wash tubs, No. 1, $13.70 
2, $15.20; No. 3, $18; all per doz. 


Garden Hose and Hose Reels.—With 
the improvement in the weather it is 
expected that the sale of these:articles 
will improve. Stocks are reported 
ample, and the present prices are eX- 
pected to continue. 


Jobbers’ quotations f.o.b. New Yor! 

Common brand, % in., 4 ply, lsc. | 
Same, wire bound, 13%c. per ft. 
Luck brand, 6 ply, 14c. per foot. Bul! 
brand, 7 ply, 18c. per ft. 

Jobbers’ quotations f.o.b. New Yor 

Hose Reels.—For fastening to sile of 
house, steel reel, iron spindle, 12 in rum, 
$3.75 per doz. Metal hose reel, with  -han- 
nel steel frame, cast iron wheels, in., 
corrugated steel drum, enameled reen 
and black, capacity 100 ft. of % in ose, 


New York: 
28 gage, fH to 


qt., 
£4.80, 


No. 


r % 
tood 
Dog 
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$25.60 per doz. Metal hose reel, with 
fubular frame and tubular steel wheels, 
corrugated galvanized steel drum, enameled 
green, 100 ft. capacity, $51 per doz. 


Garden Tools.—Buying continues to 
be very satisfactory, with firm prices, 
good deliveries and fair stocks. 


Jobbers’ quotations f.o.b. New York: 

Spading forks, 11 in. angular tines, 
forged from crucible steel, steep cap fer- 
rules—4-tine malleable D handle, bronzed 
with strap ferrule, $12 per doz. Same, 
with wood handle, $15.50 per doz. Same, 
= wood handle and five tines, $24.20 per 
0Z. 

Weeding hook, malleable iron, 
enameled wood handle, $1.20 per doz., 
Same, three steel tines, tin, black enam- 
eled handle, $1.35 per doz., net. Same, 
three hand-forged steel prongs, grip han- 
+ $1.40 per doz., net. 

Post-hole digger, blade 9 in. 
5 ft., weight 10 lb., $24 per doz., net. 

Turf edger, cast steel blades, bronze 
finish shank, 4% ft. handle, socket style, 
$12.03 per doz. net. Same, shank, style, 
$10.85 per doz., net. 

Standard tree pruners, forged steel blade, 
with 2 in. curved cutting edge, steel draw- 
ing rod, lever handle with steel lever and 
hi urdwood grip, all sizes, are being quoted 
‘at 20 per cent discount by local jobbers. 

Lopping shears, blades made from tool 
steel, 26 in. handles, $16 per doz., net. 
Ladies’ flower trowel, heavy one-piece 
steel blade, 5 in., half polished and enam- 
—_ maroon, stained handle, $1.25 per doz., 
net. 
Garden trowels, 6 in., tinned steel blade, 
black enameled handle, $1 per doz., net. 
Florists’ trowel, heavy solid steel, 6 in. 
blade, half-polished, riveted shank, hard- 
wood handle, $1.75 per doz., net. Heavy 
one-piece steel. 6 in. blade, half polished, 
painted red, ebony- finished handle, $4.35 
per doz., net; 6 in. solid socket forged 
steel, full polished, grip handle, $7.51 per 


doz., net. 

Shank hoe, riveted steel blade, assorted 
6%, 7 and 7% in., 4% ft. handle, blue 
finish, sell for $4. 87° per doz. 

Same, with solid or assorted steel blades, 
6, 6%. 4, 7% and 8 in., 4% ft. handle, gold 
bronze finish, $8.43 per doz. 

Socket hoe, solid or assorted sizes, steel 
blades, 6, 6%, 7, 7% and 8 in., 4% ft. han- 
die, gold bronze finish, $9.37 per doz. 


Grass Hooks.—The market for grass 
hooks is fairly active. Stocks are suf- 
ficient and prices steady. 


Jobbers’ quotations f.o.b. New York: 
Grass hooks, tempéred steel blade, black 
and bronze finish, $3.25 per doz. English 
grass hooks, high grade steel blade, riv- 
eted back and tang, $650 per doz., net. 
Same size, larger, 20 per doz., net. 
Tempered steel blade, ribbed back, green 
enamel finish, black enamel handle, $4.50 
per doz. Long handle grass hook, crucible 
2% in. 

$ 


tin, 
net. 


long, length 


steel blade, tempered, 13 in. long, 
wide, steel socket, ash handle, 324 ft., $8.42 
per doz., net. 

Hose Coupling.—This item will prob- 
ably move a little better as the weather 
improves. During the past week there 
was a little more evidence of interest 
in couplings. Prices are firm and 
stocks ample. 

Jobbers’ quotations f.o.b. New York: 

grass ‘hose couplings cast metal for %4 
in. hose. $2 per doz. net. Same for % in. 
hose, $2 per doz. net. Clinching hose 
coupling, solid brass, clamps and _ tubes, 
one-piece, ™% in. hose, 


$2.75 per doz., net. 
Improved brass hose 
cets, 5 


connections for fau- 
%x %® in., 


$2 per doz., net. 
Ice Cream Freezers—Among_ the 


moderate priced freezers business is 
increasing, but the general line at pres- 
ent is moving slowly. As the weather 
becomes warmer jobbers expect real 
lively interest and fairly big sales. 
Prices are steady. 


Jobbers’ quotations f.o.b. New York: 

Arctic freezers, 1 qt., with double scrap- 
ers, $3 apiece. Same, 4 qt., $5.10 apiece. 

White Mountain freezers, duplex dasher 
and double self-adjusting scraper, outside 
Zalvanized, 1 qt. 3.65 apiece. Same, 4 
qt.. $13.70 apiece. 

Auto vacuum freezers are quoted at $3.35 
apiece in the 1-qt. size and the 4-qt. size 
about $6.70 apiece. 

Prices to the retailer f.o.b. New York: 

Acme freezer, 2-qt. size, $11.50 per doz.; 
4-qt. size, $20 per doz. 


Ice Skates——The prices given are 
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prevailing market quotations guaran- 
teed against decline until February 1, 
1922. Though it seems a little early 
to talk of ice skates, or to expect much 
interest in this line, it will be remem- 
bered that even though the winter was 
mild, there was a general scarcity of 
ice skates. 


Jobbers’ quotations f.o.b. New York: 

Men and boys, all clamp club _ skates, 
sizes 8 to 12 in., 9lce. to $1.18. Men and 
boys, all clamp hockey skates, runner cast 
steel, all parts nickel plated, sizes, 9% to 
11% in., $1.24 to $1.63. Canadian hockey 
skates for men, women and children, nar- 
row foot plate, sizes 8 to 11% in., 94c. to 
$1.48. Women and children’s club skates, 
Russet leather back and strap, sizes 8 to 
11 in., polished cast steel runners, $1.15 
to $1.40. Women and children clamp 
hockey skates, Russet leather back and 
strap, runners made of cast steel, nickel 
plated, $1.51 to $1.99. 


Lanterns.—With the improvement in 
stocks, the interest seems to slacken. 
For the present prices are firm, but 
there are rumors that there will be a 
reduction made sometime during the 
summer months. 


quotations f.o.b. New York: 

lanterns, $9.50 per doz. Vic- 
$9.50 per doz. Monarch 
doz. Junior brass 
Blizzard tin lan- 
Buckeye dash lan- 
Roadster . wagon 
De Lite lanterns, 
Wizard lanterns, 
driving lanterns, 
Watchmen’s mill 


Jobbers’ 

Hy -Lo tin 
tor tin lanterns, 
tin lanterns, $9.50 per 
lanterns, $18 per doz. 
terns, $14.50 per doz. 
terns, $14.75 per doz. 
lanterns, $18.50 per doz. 
$14.50 per doz. Little 
$11.75 per doz. Eureka 
plain lens, $19 per doz. 
lanterns, enamel finish, $25 per doz. Im- 
perial platform lanterns, $9.75 each. 

Lawn Mowers.—Local jobbers report 
that the more expensive grade of 
mowers are very much in demand, and 
that the cheaper patterns are moving 
very slowly. Stocks are ample and 
prices firm. 

Jobbers’ quotations f.o.b. New York: 

Common lawn mower, with 8-in. 
drive wheel and 4-blade cutter, 
size, $7.60 apiece. Same, 14 in. 
apiece. Same, pipe ball-be aring 
mower, with higher grade _ knife 
blades, 14 in., $10.30 apiece; 16 in., 
apiece. Higher grades ball-bearing 
mowers, 14-in. size, $12 apiece. 

Grass catchers to fit mowers, 
16 in., are sold at $14 per doz. 

Linseed Oil.—The market for linseed 
oil is gaining firmness each week. Ac- 
tive interest is shown not only from 
small buyers, but also from manufac- 
turing and other large consumers. 
This may be an indication. For the 
present local stocks are adequate. 

Prices to the retailer, f.o.b. New York: 

For carlots prices range from 65c. to 67c. 
per gal.; in lots of from 5 bbl up to a 


carload the r inge in ice is 70c. to 72c¢ 
In 5 bbl. lots or less 73ec. to qe. per gal. 
Boiled oil is 2 extra per gal. Double 
boiled oil is oil in 
half bbl. is 5e. 


extra per gal. and 
extra per gal. additional. 
Nails.—Buying is fair and fairly 

well distributed. Price cuttings seems 
to continue among a few, but in gen- 
eral prices are very firm. Stocks in 
most sizes are adequate. 
f.o.b. New York: 
nails the market price is $4 
with 25c. extra for cartage. 
market price is $5.50 base 


open 
12-in. 
$7.90 
lawn 
steel 
$10.70 
lawn 


from 12 to 


Jobbers’ 
For wire 
base per keg, 
For cut nails the 
per keg. 
Cop pe r 


quotations 


box, 1 in., 
Ib: 1% in., 
Copper 
per Ib.; 


wire nails, 5 lb. to a 
: 1% in., 41e. per 


in., 3 in., 40¢c. per Ib. 


5-lb. boxes, 1% in., 50c. 
4 in. and 3 in., 49e. per Ib. 


Naval Stores.—Owing to the abrupt 
cessation of foreign buying, stocks in 
the South are accumulating rather rap- 
idly. Buying continues to be very con- 
servative in the local market. Though 
stocks are light they seem adequate for 
local needs. 
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Rosin prices to the retailer f.o.b. New 
York: On a basis of 280 lb. per bbl., yard 
basis, B grade, $5.75; D grade, $6.55; EB 
grade, $6.65; grades F and G, $6.70; Grade 
H, $6.75; Grade I, $6.80; Grade K, $6.85; 
Grade M, $6.90; Grade N, $7.05. WG and 
WW grades are given as nominal. 

Spirits of turpentine is 77c. on 
basis. 


Pruning and Grass Shears.—Slight 
increase in interest for these items was 
shown last week. Prices are firm and 
stocks adequate. 

Jobbers’ 


a yard 


quotations f.o.b. New York: 
Pruning shear, cast iron, steel blades, 
coppered wire coil spring, $3.25 per doz., 
net. California pattern, tool steel blade, 
volute tempered spring, nickel plated fin- 
ish, 6 in., $16. Same, black finish, $11.58 
per doz., net. Same, 9 in., full polished, 
$17 per doz., net. California pattern, with 
ratchet butt, tempered steel blade, volute 
pe ng full nickel plated, $19 per doz. 
Grass Shears.—5% in., steel blades, jet 
finish, polished edge, $3.40 per doz., net. 
Same, trowel shank handle, tempered 5 
in. blade, green enamel finish, $4.25 per 
doz., net. 


Roller Skates.—Prices steady, stocks 
fair with varying interest. 


York: 

foot plate 
cast iron 
$1.10 per 
per pair. 
trucks, 
rubber 
half 


Jobbers’ quotations f.o.b. New 

Extension roller skates, steel 
and back, extend 74 to 9% in., 
rolls, web heel and toe straps, 
pair. Same, better grade, $1.20 
Extension skates, with tops, 
clamp made of cold rolled steel, 
cushioned, extension 7% to 10 in., 
strap heel, clamp toe, plain steel roll, $2.10 
per pair. Extension ball-bearing roller 
skates for men, nickel plated, $2.65 per 
pair. Same, for women, $2.75 per pair. 

Rope and Twine.—The sale of twine 
continues, but there is very little busi- 
ness being done in the rope market. 
Local stocks in most sizes are very 
good. Prices are practically un- 
changed, and there is no change ex- 
pected in the near future. 


quotations f.o.b. New York: 
Manilla rope. 20c. per Ib.; sisal, 

grade, 15¢c. per Ib.; sisal, No. 2 gr ide, 

per Ib.; hardware grade, manilla rope, 17¢c. 
per Ib.; bolt rope, 24c. per Ib.; lath yarn, 
13c. to I5e. per Ilb.: jute wrapping twine, 
8c. to 23e. per Ib.; India hemp twine, No. 
9, 15c. to lic. per Ib 


Jobbers’ 


Screws.—Generally speaking, buyers 
seem to be waiting for some reduction 
but as yet prices are nom- 
Stocks are fair. 


on screws, 
inally unchanged. 


f.o.b. New York 

Wood Screws.—lIron, bright, flat 
72% and 10 per cent; iron, bright 
and oval head, 70 an ) per cent 
blued. flat head, 7214 anid |! T ent 
blued, round head, 7 
brass, flat head, 65 and 
round and oval head, ¢ 
machine screws, tron 
and 10 per cent; bras 
and 10 per cent 


Screen Door Hardware.—Assortments 
or sets of screen hardware seem to in- 
terest dealers coygiderably, though 
buying is only fair at present. Jobbers 
report good stocks with firm prices. 


Jobbers’ quotations 
head, 
round 
Iron, 
iron, 


in pe I 
ind 
flat aad I 


flat and round, 60 


quotations f.o.b. New York: 

Screen-door latches, steel trim, 
front latch, dull brass, $7.90 to $15 
doz sets Window screen, corner brackets, 
iron, dark bronzed, four brackets to a set, 
$2.10 per doz Same, better quality, 
$2.90 per doz Sereen-door catch, 
east iron, Diamond bolt, with knob and 
lever handle, reversed bevel, bent strike 
outside plate 1% x 3% in oe doors % 
to 1% in., dark bronze, with serew $2.75 
per doz. Same, in wrought steel, dull 
brass finish, $8.40 per doz Bommer pat- 
tern japanned screen-door hinge, steel 3 
in., $2.50 per doz. pair. Cast iron screen- 
door spring hinges. 3 in., japanned. $2 per 
doz. pair. Same, 1 to 1% in., double act- 
ing, $3.75 per doz. pair Wire gate hook 
and eye are being quoted 85 and 10 per 
cent off list. 


Sprayers and Sprinklers.—Interest 
in this line is very mild with firm prices 
and good stocks. 


Jobbers’ - 
iron 
per 


sets 


sets 
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Jobbers’ quotations f.o.b. New York: 

Sprayers for spraying paris green and 
liquid on shrubs, potatoes, rose bushes, 
flowers, etc., tin sprayer, 1-pt. capacity, $4 
per doz., net. Same, 1-qt. capacity, $5.75 
per doz., net. 


Brass, 1-qt. capacity, $12.50 per doz., 
net; tin with brass tank, 1-qt. capacity, 
$11.50 per doz.; continuous sprayer, sheet 
tin, alleged to give uniform continuous 
spray on both strokes of the plunger, 
capacity 1 qt., $10.50 per doz. 


Lawn sprinkler, charcoal tin top, galvan- 
ized bottom, diameter 4% in., gold lacquer, 
$1.40 per doz., net; lawn sprinkler, 5 in. 
high. brass head, three brass arms, mallea- 
ble iron sleds, japanned, $17.50 per doz., 
net; sprinkler, 10 in. high combination of 
vertical spray, coming from the perforated 
head, with streams thrown by the three 
arms, head, arms and upper stem brass, 
nickel plated, malleable iron sleds, ja- 
panned, $28 per doz. 

Lawn sprinkler, 24 in. 
and arms, malleable iron 
$27 per doz., net. 


brass head 
japanned, 


high, 


sleds, 


Watering Pots.—Galvanized iron, zinc 
roses, 6 qt., $9 per doz., net. Same, 8 at., 
$10.79 per doz., net. Same, 10 qt., $12.35 
per doz., net Same, 12 qt., $14 per doz., 
net 


Toys.—Outdoor toys are reported in 
demand, but the general toy situation 
shows but mild activity. Prices are 
more or less steady, and local stocks 
are sufficient. 


Wire Goods.—In spite of weather 
changes wire goods continue to be 
very much in demand, with continued 
shortage in some of the higher grades 


of poultry netting and screen cloth. 


of Hat 
410 


IWARI AGI 
Suilding 


May 14 


Unity 
soston 
LTHOUGH business 


in most 


is better than 
other lines, weather con- 
ditions continue to play an important 
part in the movement of hardware 
throughout New England. Since last 
reports the trade located within ten to 
fifteen miles of the coastline have had 
with cold raw winds, 
which have driven all thought of gar- 
dens and other things that call for out- 
door work from the minds of the buy- 
ing public. Temperatures at the more 
inland points have averaged more sea- 
overcast a ma- 


to contend east 


sonable, but skies were 
jority of the days, and this hurt busi- 
more or less extent. The de 
crease in public buying is reflected in 
orders booked by jogbing houses at this 
particular 

The 


ness to a 


point 

going business has 
enthusiasm of the 
trade, however, especially in_ shelf 
hardware circles. With a return of 
more normal weather conditions a re- 
sumption of active buying is antici- 
pated by jobbing firms. This optimism 
extent on the known 
average retail stock 
of hardware. The buying policy adopt- 
ed by the run of retail con- 
cerns, which has extended over a period 
of several months, has scaled down 
stocks materially. The jobbing house 
presumably has a right to assume that 
the retail trade must buy and continue 
to buy when weather conditions right 
themselves 


letdown in 
not dampened the 


is based to a large 


condition of the 


reneral 
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Up to the present local retailers have 
been fairly successful in getting orders 
filled, though jobbers stocks are re- 
ported to* be very light. Prices 
throughout this line remain steady. 


Jobbers’ quotations f.o.b. New York: 

Square mesh, wire cloth, New York 
stock: 2 x 2 mesh, $5.50 per 100 sq. ft.; 
2% x 2% mesh, $5.70 per 100 sq. ft.; 3 x 3 
mesh, $5.75 per 100 sq. ft.; 4 x 4 mesh, $6 
per 100 sq. ft.; 5 x 5 mesh, $6 per 100 sq. 
ft.; 6 x 6 mesh, $6.50 per 100 sq. ft.; 8 x 8 
mesh, $7 per 100 sq. ft. 

For 50 lineal ft. rolls, add 15c. per 100 
ae. tt. 

Tadd wc. per sq. ft. for widths narrower 
than 24 in. and wider than 48 in. 

Annealed plain iron wire, 12 lb. in each 
stone, 16 gage, $1 per stone; 17 gage, $1.05; 
17 gage, $1.10 per stone; 19 gage, $1.20 per 
stone; 20 gage, $1.30 per stone; 24 gage, 
$1.60 per stone. Annealed galvanized iron 
wire, 12 lb. in each stone, 16 gage, $1.35 
per stone; 17 gage, $1.40 per stone; 18 
gage, $1.45 per stone; 19 gage, $1.55 per 
stone; 20 gage, $1.65 per stone; 24 gage, 
$1.85 per stone. 

3arbed wire, $7.50 per 100 lb. for both 3 
point, 4 in. and 4 point 6 in. ribbon wire, 
100 lb., $9.50. Twist wire, $6.10 per 100 lb. 

Bar wire, hog No. 3, $6 per 100 lb.; cat- 
tle, No. 6, $6 per 100 lb. Copper wire, No. 

38c. per lb.; No. 14, 38c. per lb.; No. 
39c. per Ib.; No. 18, 40c. per Ib. 
galvanized screen wire, 12 mesh, 
$3.30 per 100 sq. ft. from New York stock 
13 mesh, extra heavy, $5.35 per 100 sq. ft. 
cloth, 12 mesh, $2.90 
York stock. : 
per cent discount 


Black green 
100 sq. ft. from New 

Poultry netting, 35 
from New York stock. 

Wheelbarrows.—The reduced prices 
of last week are expected to stand, ac- 
cording to local jobbers. Interest is 
fairly good and stocks seem to be suf- 
ficient. 


per 


BOSTON 


The mill supply houses in many in- 
stances report a falling off in business 
this week, which is but natural in view 
of the fact we are drawing toward that 
period when the trade always is quiet. 
In the heavy hardware field, business 
is going along about the same. As to 
prices, there have been comparatively 
few changes the past week of great 
importance. Where lead forms the 
basic metal, prices are higher due to a 
further marking up in pig lead mar- 
ket quotations. Changes reported in 
other lines are universally, downward, 
10 per cent or more. In certain things, 
at least, the feeling is growing that 
prices are now down to practically rock 
bottom and that it presumably is safe 
to increase orders for same. The rank 
and file of the retail trade, however, 
expects lower prices. 

Ammunition.—A further advance of 
10c. per bag and case on drop and air 
rifle shot is reported, bringing the total 
advance in the past fortnight up to 20c. 
The new prices are based on an ad- 
vance from about 4c. to 5c. per lb. in the 
American Smelting & Refining Co.’s 
price on pig lead. The jobbing trade 
here say the higher prices have brought 
out increased buying of shot. 

We quote from jobbers’ stocks: Metallic 
immunition, 15 and 1% per cent discount, 
f.o.b. Boston Loaded shells, 15 and 1% 
per cent discount, f.o.b. Boston. Factory 
shipments on both kinds, in full cases, 18 

* cent discount, f.o.b. factory 

j quote from jobbers’ stocks Drop 

, smaller than B, $2.10 per bag: B and 
larger, $2.35 per bag; air rifle shot, in 
tubes, $4.20 per case. 


Automobile Accessories. Local 
prices on tires have been marked down 
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Prices to retailers f.o.b. New York: 

Bolted canal or railroad barrels, han- 
dles and legs made of 1% in. hard maple, 
wheels 16 in. diameter, 1% in. face, length 
of hubs 6 in., legs bolted to the handles 
and back of tray. Cross bars between legs 
are bolted to bottom of legs, making 6 
bolts in the barrel, steel or wooden wheel 
$4.40 each net. 

Same type barrel, having 10 bolts with 
the legs bolted to handles and tray, tray 
strapped with iron straps, cross bar bolted 
to bottom of legs, and wood braces bolted 
to legs and handles, steel or wooden wheel, 
$4.70 each net. 

Garden barrels, length of handle 4 ft. 4 
in., diameter of wheel 16 in., face of wheel 
1 in., length of hub 12 in., height of body 
8 in., length of body 23 in., width of body, 
handle end, 17 in.; width of body, wheel 
end, 12% in., weight 27 lb., $5.35 each net. 

Garden barrel, handle length 5 ft., diam- 
eter of wheels 20 in., height of body 10 in., 
length of body 28 in.. width of body, han- 
dle end, 21% in.; width of body wheel end 
19 in., weigh 50 Ib., $6.65 each. 

Garden barrel, 5 ft. 6 in. length of han- 
dle, diameter of wheel 20 in., height of 
body 14 in., length of body 29% in., width 
of body atehandle end 24% in., at wheel 
end — in., weight 65 lb., $8 each net. 


P. S. Hunt, Helm, Ferris & Co.,° 
Harvard, Ill., have isued a new price 
list superseding all previous lists and 
applying to catalogs No. 77 and 78. 
The new list is effective May 2, 1921, 
and shows numerous reductions on the 
company’s lines. It is further stated 
by Hunt, Helm, Ferris & Co. that these 
prices are guaranteed against decline 
until July 1 on hay tools. Barn equip- 
ment prices are guaranteed against 
decline until January 1, 1922; all other 
prices to October 1, 1921. 


on an average of 124 per cent. One 
make of bumpers is being offered at 
less money, but the market, even for 
this product, is by no means down to 
a pre-war basis. Spark plugs continue 
to sell well. Timers, especially those 
adapted to the Ford cars, continue to 
sell well. The activity of the Massa- 
chusetts Highway Commission in re- 
gard to the enforcement of automobile 
lights has brought about an increased 
demand for lenses. The supposition 
among automobile accessory people is 
that the bill on automobile lights will 
soon be made a law. Luggage carriers 
of all kinds are selling well. Prices for 
accessories, in general, are unchanged 
but the feeling prevails now that they 
will not hold through the summer. New 
devices coming on the market are sold 
at prices which represent reductions 
from old established lines, and the man- 
ufacturers of the latter may mak 
some revision in lists before long 
Baseball Goods.—Jobbing houses 
port a continued demand for all k 
of baseball goods, and a shortag: 
bats, especially the low priced o: 
In Massachusetts there recently w: 
put into effect a law allowing Sund 
sports. It is a popular law and 
stimulated the demand for basebal 
other sporting goods. 
We quote from jobbers’ 
Bats.—No. 2, $2.10 per doz.; 
No. 11-B, $8: No. 13, $8: No. 
10, $18. Louisville Sluggers, all type 
per’ doz.; Sluggers 


Junior Louisville 
Balls.--Harwood, Dandy, $1.90 per 
Boys’ America 


Favorite, $2; Young 
Junior League Special, $3.25; Junior Lé« 
5 League, $7; Dollar Li 
League, $12.50; Ha 


stocks 


$5.50» Bovs 


Professional 
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League. $16; National League, rubber cen- 
ter, $18; National League, cork and rubber 
center, $18. 

Gloves.—Fielders’, $12.50 to $60 per doz.; 
catchers’ mits, $20'to $120; basemen’s mits, 
$33 to $48. 

Bicycles.—The movement of bicycles 
is normal, and jobbers anticipate clean- 
ing up on stocks this season. The gen- 
eral expectation is that prices will re- 
main unchanged this year, but that 
they will be lower next; consequently, 
there is little inclination on the part 
of wholesaler and retailer to stock up 
heavily. 


We quote from jobbers’ stocks: 
Westfield Mfg. Co. makes men’s, $40.50 
each; women’s, $42 each; truss bar, $42 
each; boys’, $38 each; girls’, $40 each. 


Bolts and Nuts.—Machine bolts are 
moving out of stock steadily but in 
small amounts on each order. There 
is a relatively large demand for com- 
mon carriage and stove bolts, orders 
running up into the thousands begin- 
ning to make their appearance. Local 
stocks of large bolts of all kinds are in 
excess demand, but those on small sizes 
are being steadily reduced. Nuts are 
not selling well, which is out of the 
ordinary considering the activity of 
machine bolts. 


We quote from jobbers’ stocks: Machine 
bolts with H P nuts, % x 4-in., smaller and 
shorter cut threads, 50 and 5 per cent dis- 
count; larger and longer, 45 and 5 per cent 
discount; with C T D nuts, 40 per cent dis- 
count; tap bolts, list net; common carriage 
bolts, small, 40. and 6 per cent discount; 
large, 40 per cent discount; Eagle carriage 
bolts, 50 and 10 per cent discount; stove 
bolts, 70 and 10 per cent discount; bolt 
ends, 45 per cent discount; tire bolts, 60 
per cent discount, 

Nuts, H P square, 


blanks, $2.25 off; 
tapped, $2 off; C P C and T square, blank, 


$2 off; tapped, $1.75 off; semi-finished hexa- 
nuts, y-in. and smaller, 70 per cent 


gon 
discount; larger, 65 per cent discount; fin- 


ished case hardened nuts, 60 per cent, dis- 
count; machine screw nuts, iron, list; ma- 
chine serew nuts, brass, 25 per cent dis 


count. 

Chain.—Bright chain of all kinds 
now averages perhaps 15 per cent 
below prices named a month ago. The 
decline, however, varies on the differ- 
ent kinds. 

Clipping Machines.—Effective June 
1, the Stewart line of power clipping 
machines will be lower. For instance, 
No. 1 machines will be $12 each, where- 
as heretofore they have cost $14, and 
the No. 9 sheep shearing machines will 
be quoted at $19, list, as against $22 
heretofore. A corresponding reduction 
in knives and parts is indicated. 

Clocks.—In direct contrast with con- 
ditions a year ago, the market for 
clocks is very quiet. Of all those retail 
dealers interviewed this week not one 
reports selling a clock at more than 
$1.50 during the past month. The 
general public evidently believes prices 
are to be lower, but, insofar as can be 
learned, manufacturers’ prices are just 
as firm as ever due to production costs 
Retailers, as a rule, are carrying a 
good assortment of. clocks, whereas a 
year ago they had few on hand. 

Cotter Pins.—The local market on 
cotter pins is now 90 per cent discount, 
which represents a reduction. 

Cut Glass.—Sales of cut glass so far 
this year have been disappointing, not- 
withstanding the fact that jobbing 
houses have made special efforts to 
place goods at prices ranging as low 


3icyeles, 
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as 25 per cent under last year’s quota- 
tions. Retail dealers in many cases, 
who last year made considerable money 
on this class of merchandise, have little 
stock on hand and show no inclination 
to make further commitments in view 
of the fact they expect lower prices, 
and because there is no special incen- 
tive to load up with stock that will not 
sell freely until later in the year. Some 
attractive offerings can be found in 
the local wholesale market. 

Hammers.—The local - market on 
heavy hammers is about 10 per cent 
lower, following a recent revision in 
producers’ lists. The demand for car- 
penters’ hammers shows considerable 
improvement, due to the recent reduc- 
tion in prices by leading manufacturers, 
but individual orders call for small 
amounts, as a rule. The increased 
movement is due to a greater number 
of orders being received. 

We quote from 
mers, striking and 
and 10 per cent 
60 per cent 

Iron and Steel.—With the exception 
of February, the movement of iron and 
steel out of jobbing hands has been 
remarkably uniform each month this 
year. In February it dropped below 
the average. As a general thing the 
delivery of a ton of either iron or steel 
is spread out over 15 to 20 different 
orders, but considerably more than this 
number is received each day by indi- 
vidual jobbing houses, so that the ag- 
gregate sales for the month are fairly 
satisfactory, all things considered. 
Local prices are practically on a level 
with those quoted late in 1916, and 
much of the buying that is going on 
today is by interests who believe the 
market is near bottom. 


We quot 
Iron. 
ind 5 
refined 
way iron 
all other 
S 


jobbers’ stocks: Ham- 
sledge, under 5 lIbs., 50 
discount; 5 Ibs. and over, 
discount. 


from jobbers’ stock 

Refined, $3.18 per 104 

I6-in. round and square, best 
iron, $5: Wayne ron, $8.50; Non 


rounds, 4-in, to 2%-in., 8c. net 


sizes 1 base 
Soft steel bars, 


$3.18 per 100 Ib. 
flats, $4.18 to $4.28: concrete bars 
$3.18: twisted, $3.45! angles, chan- 
and beams 3.28; tire steel 
to $4.75 spring l 


steel 


cold 


1000 Ib 
of 1000 1b 

1999 Ib. of a size, 14c 

Jacks.—Locomotive jacks are now 
quoted at 30 per cent discount, which 
represents a reduction of about 10 per 
cent. 

Lead.—Sheet lead has been advanced 
le. per Ib., both by manufacturers and 
jobbers. 


We juot fror iobber stocks Sheet 
lead, 11 per | base 


Pocket 
the demand for pocket knives is 
and stocks are practically 
they were a month ago, according to 
the jobbers. One of the large New 
England manufacturers, in an effort to 
stimulate business, proposes to utilize 
its sales calling direct on. the 
retail hardware dealer, whereas, here- 
tofore its efforts have limited to 
the jobbing trade. This policy will be 
adopted May 15. 

Pott’s Irons.—A slight decline in sad 


Knives.—No improvement in 
noted, 


as large as 


force by 


been 
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irons, amounting to about 10c. per set, 
is noted. 

Rivets.—Local quotations on copper 
rivets are 5 per cent lower, the market 
now being 25 per cent discount, as 
against 20 per cent, heretofore. The 
demand for all kinds of rivets is very 
spotty; consequently little impression 
has been made on local stocks. 

We 
head, 
head, 


quote from 
boiler, $5.85 


stocks: Cone 
base. Button 
structural, $5.75 to $6.10 per keg, 
base. Iron rivets, small, 50 per cent dis- 
count. Copper rivets, 25 per cent discount. 
Copper rivet burrs, net, list. 


Screws.—Cap and set screws are 10 
per cent lower, but the market on other 
kinds remains unchanged. The demand 
for all kinds of screws is limited, and, 
as local stocks are ample for all re- 
quirements, few orders are being placed 
with ‘the manufacturers. 
We quote from- jobbers’ 


lists: Wood 
screws, flat head bright, 72% per cent dis- 
ount; 


flat head blued, 72% and 5 per cent 
discount; round head blued, 70 per cent 
discount; flat head brass, 65 per cent dis- 
count; round head br 52% per cent dis- 
count; flat head brass plated, 65 per cent 
discount; round head nickeled, 60 per cent 
discount; flat head nickeled, 60 per cent 
discount; flat head galvanized, 57% per 
cent discount. 

Coach screws, 50 and 10 per cent dis 
count; set screws, including headless, 60 
per cent discount ap screws, square and 
hexagon, 50 and 10 per cent discount 
fillister, 30 -per cent discount; flat, 20 per 
cent discount; button head, 15 per cent dis- 
count: lag serews, 50 per cent discount; 
iron machine screws, flat and round head 
) per cent discount; fillister, 45 per cent 
discount flat and round head brass, 40 
per cent ount; fillister, 35 per cent 
discount. 


Shoe Findings.— The market on 
leather taps and strips is slightly more 
active, which is a natural thing at this 
time of the year. Most of the shoe 
manufacturers ran on _ specials this 
spring; consequently, the supply of or- 
dinary and not much 
larger than it was last fall. Prices for 
same, although lower than they were 
year, still unattractive to the 
run of consequently, 
more are than 
heretofore, which accounts for the bet- 
ter demand for shoe findings. 


jobbers’ 
per keg, 


dis« 


boots shoes is 


last are 


reneral people; 


shoes being repaired 


Taps.— Mer light 
zen: medium 1 I 
2.15 to 


branded. 3 oO V 
ht. No. 1, 5% to 6% No 
Tackle Blocks. — Manufacturers of 
tackle blocks have reduced prices, and 
the wholesale hardware trade here has 
revised lists accordingly. 
Taps.—News prices have been issued 
by hardware jobbers here on machine 
screw, nut, stove bolt taps, ete., which 
are in keeping with lists recently issued 
by the manufacturers. 


only. € 


t 
t t 


seount “% te , 50 ne 
Tovs.—The Gilbert interests are out 
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with a new price list dated May 1, which 
shows 4 slight variation on “erector” 
sets and a slightly larger assortment. 
While orders for toys are being received 
by the jobbing trade here, the demand 
is much less than it was a year ago at 
this time. 


We quote from jobbers’ stocks: 
_Erectors.—No. 00, 35c. each; No. 0, 53c.; 
No. 1, $1.05; No. 2, $1.75; No. 3, $2.45; No. 6, 
$7; No. 7, $10; No. 8, $16.67; No. 10, $24.50. 

Wireless Sets.—No. 4004, $3.85 each. 

Soldering Outfits.—No. 7001, 83c. each; 
No. 7002, $1.67. 

Miscellaneous.—Hydraulic and 
tic engineering, No. 6502, 
experimenting, No. 6510 
phone, No. 3507, $3.63. 

. Mineralogy.—No. 6550, $5.25. 

Motors.—No. P-52 (2 terminal batteries), 

$1 each; No. P-54 (reverse motors), $1.83: 


pneuma- 
$7 each. Heat 
$7.50. Separate 


Office of HARDWARE AGE, 
538 Guardian Building, 
Cleveland, May 16. 


ETAIL hardware business is hold- 
ing up well in most lines. While the 
strike in the local building trades has 
brought construction work almost to a 
standstill, it has had the effect of 
stimulating the demand for some line 
of builders’ hardware, paints and var- 
nishes. Many men who are out of work 
are employing their time in repairing 
and painting their houses and as a 
result there is a good demand for mer- 
chandise needed for this repair and 
painting work. Seasonable goods, in- 
cluding lawn mowers, garden tools and 
refrigerators, are moving rather slow- 
ly, but the trade looks for more activ- 
ity in these lines within the next few 
days. Wirecloth is in very good demand. 
Jobbers report the volume of busi- 
ness about the same as during the past 
few weeks. Sales by jobbing houses in 
some sections are better than a year 
ago at this time, and in other sections 
are rather light. Jobbers find that in 
agricultural sections, where there is a 
great deal of dairying and fruit raising, 
business is good, but in other districts 
devoted principally to the growing of 
grain and other farm products, business 
is not so encouraging. Generally, sales 
are good in New York, West Virginia, 
Pennsylvania and Eastern Ohio but not 
so good in Western Ohio, Indiana, Mich- 
igan and Illinois. 

A number of price changes were 
made during the week but price reduc- 
tions are less numerous than they have 
been. ' 


Automobile Tires and Accessories.— 
Practically all the tire manufacturers 
have announced price reductions. These 
reductions have not been uniform, but 
vary from about 15 to 20 per cent for 
fabric casings, 10 to 12 per cent for 
cord casings, and are about 20 per cent 
for tubes. With these price reductions 
tires are virtually back to pre-war 
prices. The reduced prices have already 
stimulated the demand. Accessorie; 
are moving rather slowly without 
change in price. 


We quote from jobbers’ stocks. f.o.b. 


Cleveland: Reliable jacks, No. 1, $2.33; No. 
2, $3.33, in lots of 12; A. C. Titan spark 
plugs, 65c. in lots up to 10, and 58c. in lots 
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No. P-58 (4 terminal batteries), $1.58; No. 
P-60-C (transformer), $4.55. 

Too] Chests.—No. 701, $2.07 each. 

Varnishes. — Further _ reductions 
amounting to approximately 15 per 
cent are announced by some manufac- 
turers of varnish, and local jobbing 
quotations have been revised accord- 
ingly. 

Weights.—Local quotations on win- 
dow weights have been dropped $5 per 
ton. They are now quoted from the 
foundry at $66.25 per ton for weights 
under 5 lb. and at $62.50 for those 
weighing 5 lb. and more. 


Wrenches. — Jobbers have _ revised 
prices on Westcott wrenches, making 


CLEVELAND 


10 to 100; Derf spark plugs, 96c. 
each for all sizes, in lots less than 50; 
Champion X, 50c. each for less than 100 
and 48c. each for over 100; Champion regu- 
lar, 58c. each for less than 100, all sizes, 
and 56c. each for over 100. 


Axes.—The demand for axes is still 
fair, although most of the fall buying 
has been done. Prices are unchanged. 

Anvil Tools, Ete—A price reduction 
of 10 per cent has been made on anvil 
tools, sledges and crowbars. 

Barb Wire.—Jobbers report a fair 
volume of activity in barb wire. Prices 
are unchanged. 


We quote 
stocks, in 


of from 


jobbers’ 
follows: 
$4.40; 


wire from 
80-rod spools, as 
Cattle wire, $4.10; hog wire, 
American special, $3.15. 

Binder Twine.—Jobbing houses are 
now shipping binder twine to the coun- 
try trade and are still getting a good 
volume of new orders. Prices are un- 
changed. 

We quote barb wire from jobbers’ stocks, 
in &0-rod spcols, as follows: Cattle wire, 
$4.10; hog wire, $4.40: American special, 
$3.15. 

Bolts and Nuts.—The demand for 
bolts and nuts is rather slow, prices ap- 
parently being well maintained. 

Jobbers quote: Large machine bolts, 45 to 
55 per cent off list; small machine bolts, 
cut thread, 50 to 60 per cent off list; rolled 
thread, 60 to 60 and 10 off list; carriage 
bolts, large and small, cut threéad, 45 to 50 
per cent off list; small, rolled thread, 50 and 
10 off list; hot pressed nuts, tapped, $3 off 
list; blank, $3.50 off list; semi-finished nuts, 
75 to 75 and 10 per cent off list. 

Cutlery.—Jobbers report a fair vol- 
ume of business in cutlery. The trade 
reports that some German makes of 
cutlery are appearing in the market, 
but is not cutting much of a factor as, 
considering the quality, it is high 
priced. 

Chain.—Chain prices have declined 
from 50 to 75 cents per 100 Ibs. 

Jobbers quote %g in. common chain at 
9c. per Ib. and '/2 in. at 834c. per Ib. 

Eaves Trough and Conductor Pipe.— 
There is still considerable demand for 
eaves trough and conductor pipe. Prices 
are unchanged. 


Jobbers 
cent off list 


barb 


quote eave trough at 74 per 
and conductor pipe at 65 per 
cent off list. 


Electrical Household Goods.—The 
American Electric Heating Co., Detroit, 
has reduced the retail price of its 
American Beauty electric iron from $10 
to $8.50 and has reduced heating pads 
from $15 to $12. 
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them 10 per cent less than heretofore. 
The market on other kinds remains un- 
changed. The demand for wrenches, in 
general, is irregular, that for small 
kinds being about normal, while large 
styles sell slowly. 

We quote from jobbers’ stocks: Stillson, 
55 and 5. per cent discount; Trimo pipe 
wrenches and parts, new list, 55 and 5 per 
cent discount; Coes wrenches, 334% per cent 
discount; drop forged wrenches, 30 per 
cent discount; Westcott wrenches, 10 per 
cent discount; agricultural wrenches, 40 per 
cent discount. 

Wringers.—Some manufacturers of 
mop wringers have cut prices 20 per 
cent and average local prices are fully 
that much lower on this class of mer- 


chandise. 


Electric Fans.—Dealers are now tak- 
ing orders for electric fans for early 
delivery. Prices on these are 10 per 
cent lower than a year ago, reductions 
having been made recently when motor 
prices were marked down. Jobbers are 
urging retailers to place their orders 
early so that they will not suffer delays 
in securing deliveries. 

Furnace Pipe and Elbows.—The 
jarger volume of buying is over for fall 
delivery but jobbers are still getting a 
moderate volume of business in furnace 
pipe and elbows. 

Fence.—The demand for fence has 
quieted down somewhat. Prices are 
firm and no changes are expected. 


Jobbers quote fence prices f.o.b. Pitts- 
burgh as follows: 60 per cent off list for 
full cars; 53 per cent off list for 1000 rods 
or over: 58 per cent off list for less than 
1000 rods. 


Food Choppers.—Jobbers have com- 
menced to take orders for food chop- 
pers for fall delivery. Prices on most 
lines are the same as prevailed a year 
ego. 

Fruit Cans.—Retailers are now buy- 
ing tin fruit cans for early summer de- 
livery. These are quoted at $6.25 per 
gross for 1-qt. cans, as compared with 
$7.25 a year ago. 

Garden Tools.—There is a good de- 
mand for garden tools and considerable 
pickup business is being placed with 
jobbers. 

Galvanized Ware.—Sales of galvan- 
ized ware are rather slow. Prices are 
unchanged. 


Jobbers quote galvanized tubs” with 


wringer attachment, No. 1, $7.50 per doz.; 
No. 2, $8.50 per doz.; No. 3, $10.50 per 
doz.; 12-qt. pails, $2.75 per doz.; Red 
Band pails, $8.64 per doz. 

Glass Baking Ware.—A good volume 
of orders is being placed by retailers 
for glass baking ware and mountings 
for fall delivery, orders for which job- 
bers began to take recently. 

Grass Hooks and Shears.—Grass 
hooks and shears have started to move 
end jobbers report a fair demand. 
Prices on these have not changed this 
season. 

Handles.—The handle 
steady but rather quiet. 
changed. 


Jobbers quote American Fork & Iioe 
Company's hay and manure fork handles, 
without ferrules, as follows: X grade, 4 ! 


market 1s 
Prices are un- 
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handles, $3.50 per doz.; 4% ft., $3.85 per 
doz.; 5 ft., $4.50 per doz.; XX grade, 4 ft., 
$4.10 per doz.; 4% ft., $4.85 per doz.; 5 ft., 
$5.50 per doz. Shovel handles: X grade D 
shovel handles, $6.25 per doz.; long handled 
shovel handles, X grade, $5 per doz. Hoe 
handles, X grade, $4 per doz.; No. 1 grade, 
$2.25 per doz. Single and double bit axe 
handles, XXX grade, $5.25 per doz.; XX 
grace, $4.25 per doz.; X grade, $2.60 
doz. 

Hatchets.—Several makers of hatch- 
ets have reduced prices 15 per cent. 


The demand is only fair. 


Ice Cream Freezers.—Retailers are 
now placing orders with jobbers for ice 
cream freezers for early delivery and 
sales are fair. 


Jobbers quote ice cream freezers as fol- 
lows: White Mountain, 1-qt., $3.35; 2-qt., 
$3.85; 4-qt., $5.65; 6-qt., $7.50; Lightning 
freezers, 2-qt., $3.35; 4-qt., $5.10; 6-dt., 
$6.35. 

Ice Skates—The buying of ice 
skates for fall delivery, which began 
about two weeks ago, has made a good 
start, jobbers already having received 
a fair volume of orders. 

Jobbers quote Union Ice Company’s 
skates: No. 1624, 85c.: No. 162414, $1.10; No. 
1724%4, $1.40; No. 1924%, $2.50; Donahue 
racing skates, $4.60; Hockey skates, No. 
524%, $1.15; No. 42414. $1.55: No. 924%, 
$2.60: No. 5%, 85e.; No. 9, $1.90; ladies’ 
skates. No. 524%, $1.40: No. 424%, $1.85; 
No. 924%, $3.10; children’s double runner 
skates, 50c. 

Nails and Wire.—The demand for 
nails and wire is only moderate at 
present, as retailers have good stocks 
and their sales are rather light. Prices 
are unchanged. 

Night Latches.—A price reduction of 
about 15 per cent has been made on 


night latches. 


Oil Cook Stoves.—Oil cook stoves 
continue to move in fair volume. 


Jobbers quote the Kerogas type of cook 
stove as_ follows: Two-burner, $12.90; 
3-burner, $17.45; 4-burner, $21.70. 


Paints and Varnishes.—The demand 
for paints and varnishes is holding up 
remarkably well although the strike in 
the building field has interfered with 


per 


3725 Colfax Avenue, South, 
Minneapolis, Minn. 
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thera improvement in general condi- 
tions previously noted has continued 
during the past week. Wholesale and 
retail hardware dealers report that 
they are still very optimistic that a 

good volume of business will develop. 

There has been a very nice volume 
of business in seasonable goods such 
as seeds, garden tools, hose, screen wire 
and poultry netting. 

Manufacturing conditions are still de- 
cidedly dull, and the outlook for this 
year is not very bright just at present. 
However, as soon as labor conditions 
as applied to the railroads, and the 
European questions are settled there 
will undoubtedly be a revival in these 
lines. 

There is still a great deal of un- 
employment, but with the exception of 
railroad employees this condition seems 
to be improving. The railroads, how- 
ever, are apparently reducing their 
forces as much as possible. These con- 
ditions are mentioned as they have a 
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round lot sales to contractors. Linseed 
oil prices have advanced sharply and 
turpentine shows considerable fluctua- 
tion, now being 6c. per gal. higher than 
at the time of our last report. White 
iead is firm. ~ 

Jobbers quote best grades of 
paints at $3 per gal., for colors and $3.25 
for white Linseed oil, 77c. per gal., for 
bbl. lots for raw oil and 7%e. for boiled oil 
Turpentine is 84c. per gal. in bbl. lots, 
and white lead is 13c. per Ib. 

Poultry Netting and Wire Cloth.— 
‘The demand for poultry netting and 
wire cloth, which has been very heavy, 
has fallen off somewhat, as retailers 
are generally well supplied, although 
cauite a few pickup orders are being 
placed. Jobbers have good stocks. 
Prices are unchanged. 

Jobbers quote as follows: 
15 per cent discount f.o.b 
mill shipment and 40 to 40 and 5 per cent 
discount for shipment from stock for gal 
vanized weaving black wire cloth, $2.75 pet 
100 sq. ft. for shipment from stock, and 


b2.5 f.o.b. Pittsburgh for mill shipment: 


2.00 
white metal and galvanized wire cloth, $3 


per 100 sq. ft. for mill shipment and $3.25 
for stock shipment; bronze wire cloth, $9. 
per 100 sq. ft. 

Picks and Mattocks.—A price reduc- 
tion of 15 per cent has been made on 
picks and mattocks. 

Rope.—Rope is moving in good vol- 
ume and prices are firm. 

Jobbers quote best grade manila rope at 
19%c. per lb. for shipment from stock; 
sisal rope at 14%c.. per Ib. for shipment 
from mill, and 15c. per lb. for shipment 
from stock. 


Refrigerators.—Refrigerators con- 
tinue to move very slowly. No price 
changes are expected before July. 
However, many retailers apparently are 
delaying placing orders. 

Roasters.—Jobbers have commenced 
to take orders for roasters for fall ship- 
ment at prices slightly lower than pre- 
yailed a year ago. 


Jobbers quote No. 
$32 per doz. 


Rubber 


TWIN CITIES 


decided bearing on the business done 
by the hardware dealer. 

Jobbers and dealers handling auto- 
mobile supplies and accessories report 
a nice volume of business in this line. 
The help that this line has been to the 
hardware retailer this season certainly 
would appear to justify every hardware 
dealer to carry a line suitable for his 
particular trade. 

Builders’ Hardware.—There has been 
a very decided improvement in building 
conditions, and in the amount of con- 
struction work that has been started 
and for which permits have been taken 
out. It is very likely that the total 
volume will be in excess of that of last 
year. 

Axes.—There is only a fair amount 
of business in this line. Prices have 
not shown any change for some time. 


We quote from local jobbers’ stocks: 
Single bit, base weights, $17.25; double bit, 
base weights, $22. 


Brads.—Sales are showing a gradual 
improvement as building construction 
proceeds. Stocks are ample to take 
care of needs. Price shows no change. 


mixed 


Poultry nettin 
Pittsburgh fo 


13 savory roasters at 


Covered Copper Wire.— 
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Prices are being slashed on rubber cov- 
ered copper wire owing to large stocks 
that jobbers desire to reduce. No. 14, 
the most popular size, is selling to 
dealers as low as $7 per 1000 ft. 

Screws.—Screws are moving rather 
slowly. Recent prices are being main- 
tained. 


Jobbers quot 


. 
re Flat head bright screws, 
75 and 10 per cent off list; round head, blued 
or bright, 65, 20 and 10 per cent off 
flat head, japanned, 65, 10 and 10 per cent 
off list; flat head, brass, 65, 10 and 10 per 
cent off list. 

‘’ ‘ . 

Steel Sheets—Jobbers are doing a 
fair volume of business in sheets for 
early delivery. Manufacturers’ prices 
are being maintained but some cutting 
is being done on galvanized sheets by 
brokers. 

Jobbers 1ote: 3] k heets 4.30 
No. 28 r mi sh nt, 
for 


List; 


for 
rnd tilvanized 
shipment. 

Sash Cord.—Some of the jobbers are 
making concessions from regular prices 
on sash cord in order to clean out sur- 
plus stocks and these price reductions 
apparently have stimulated the de- 
mand. Jobbers have further reduced 
Sampson sash cord 3c. per Ib. 

Jobbers quote common grade sash cord 
at 35c¢ ner lb.; Phoenix, at 36c. and Samp- 
sor at o/c. 

Shovels.—Shovels are 
with prices unchanged. 

Stove Pipe and Elbows.—Stove pipe 
and elbows are still in fair demand for 
early delivery. Prices are unchanged. 

Wrought Washers.—Prices on 
wrought washers have declined 75c. per 
100 ibs. 


Vacuum  Cleaners.—The 
cleaner market is rather quiet. 
are unchanged. 

_We quote the Apex vacuum cleaner at 
$52.50 retail price, subject to a discount of 
approximately 30 per cent to dealers, de- 
pending on quantities, and the Royal 
cleaner at $67.50 with attachments and $55 
without attachments, retail prices, and $36 
and $32 to dealers, dealers’ prices, however, 
depending on quantities. 


at 5.50e, stock 


moving well 


vacuum 
Prices 


_.We quote from local jobbers’ 
75 per cent from standard lists. 


Bolts.—Sales of bolts are not show- 
ing much of an improvement due to 
quietness in manufacturing operations. 
Jobbers’ stocks are now well assorted 
and large enough to take care of any 
demands. Price appears to have reached 
a low point. 

We quote 


stocks: 


from local jobbers’ stocks: 
Small carriage bolts, 50 per cent; large 
carriage bolts, 45 per cent; small machine 
bolts, 50-10-5 per cent; large machine bolts, 
50-5 per cent; stove bolts, 60-5 per cent; 
lag screws, 50-10-5 per cent. 

Churns.—In spite of the fact that 
there has not been a very large sale 
of churns, there has been an advance 
in the price of Belle churns. 

We quote from local jobbers’ 
35 per cent from standard lists. 

Eaves Trough, Conductor Pipe and 
Elbows.—A fair volume of business 
has developed in this line, and it is 
expected to improve as the season ad- 
vances. Price remains as last quoted. 


We quote from local jobbers’ ‘stocks: 
Eaves troughs, 28-gage, 5-in. lap joint, 
single bead, $6 per 100 ft.; conductor pipe, 
28-gage, corrugated, 3-in., $6 per 100 ft. 
Elbows, 3-in., corrugated, $1.72 per doz. 


stocks: 
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Files.— While there is a fairly steady 
retail demand for files, individual sales 
are of small volume. Jobbers’ stocks 
are in good condition and prices remain 
firm. 

We quote stocks: 


list; 


from local jobbers’ 
Nicholson files, 50-10 per cent from 
Arcade, 60-10 per cent from list. 

Galvanized Ware.—Sales have shown 
* some improvement, but are not up to 
the usual volume of business at this 
season of the year. Stocks are ample 
and prices remain as last quoted. 

We quote from local 
Standard No. 1 galvanized tubs, $8 per 
doz.; standard No. 2 $9 per doz.; stand- 
ard No. 3, $10.50 per doz.; heavy galvan- 
ized No, 1, $20 per doz.; heavy No. 2, $21.50 
per doz.; heavy No. 3, $23 per doz.; stand- 
are 10-qt. galvanized pails, $2.80 per doz.: 
standard 12-qt., $3.08 per doz.; standara& 
14-qt., $3.45 per doz.; standard 16-qt. stocks. 
$5.25 per doz.; standard 18-qt, stock, $6.10 
per doz 

Glass and Putty.—Demand is fairly 
uctive, with stocks plentiful. There has 
been no further change since that noted 
in last report. 

We 
Single 


jobbers’ stocks: 


jobbers’ stocks: 
cent from list; 
cent from list. 
commercial in 


local 

per 

per 
for 


quote from 
Strength, 80 
double strength, 82 
Putty $5.15 per cwt. 
bladders. 

Hose.—A very good retail demand 
has developed for hose, as well as for 
such items as couplings, hose reels, etc., 
that are necessary accessories. There 
has been no change in prices. 

We quote from local jobbers’ stocks: 
Competition %-in., 3-ply, 1lc. per ft.; 5-ply, 
rubber, %-in., 14c, per ft.; %-in., cotton, 
13%c. per ft. 

Ice Cream Freezers——A few in- 
quiries are being made for freezers but 
hardly any actual sales have developed 
in a retail way. Prices remain as last. 

We quote from local jobbers’ stocks: 
4-qt. White Mountain, $5.78 each; 8-qt. 
White Mountain, $9.45 each. 

Lawn Mowers.—Quite a little inter- 
est is now being shown in lawn mowers, 
and considering the earliness of the 
season, a very good volume of business 
has developed. Prices remain as last 
quoted. 


We quote 
Philadelphia 


from local jobbers’ 


lawn mowers, 
and L, at 25 per cent from list. 
ball-bearing, at $9.50 each. 

Nails.—With the generally improved 
building conditions there has been a 
good improvement in the demand for 
nails. Fortunately, this year, both job- 
bers and dealers will now be able to 
supply any reasonable demand for all 
sizes. Stocks are in fine condition. 
Price remains as last quoted. 


We quote frem local jobbers’ 
3right wire nails, $4.35 base; 
coated nails, $3.90 base per keg. 


-aper.—Sales of building paper are 
naturally showing improvement along 
with improved building conditions. 
Prices remain firm as last quoted. 


stocks: 
styles C, E 
Riverside, 


stocks: 
cement- 


quote from local jobbers’ stocks: 
f.o.b.: Barrett’s No. 2 tarred felt, $3.30 cwt.; 
jarrett’s threaded felt, 500-ft. rolls, $1.78 
per roll; Slater’s felt, $1.39 per roll. No. 20 
red rosin, 60c. per roll; No. 25 red rosin, 
72c. per roll; No. 30 red rosin, 85c. per roll 
Poultry Netting—Sales of netting 
have been very good, and will no doubt 
continue so for the next few weeks. 
Prices remain as last quoted, having 
shown no change since the opening of 
the season. 
We 
Hexagon 
from standard 


jobbers’ stocks: 
40-10 rer cent 


quote from local 
poultry netting 
list. 
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Rope.—Sales of rope are showing 
some improvement but the total volume 
is not large. Prices remain as last 
quoted. 

We quote from local jobbers’ stocks: 
Pure manila rope at 21%4c. per Jb. base; 
pure sisal rope at 16%4c. per Jb. 

Sandpaper.—Sales are rapidly im- 
proving. Jobbers’ stocks are ample to 
take care of demands and are readily 
replenished from the manufacturer. 
Prices remain firm. 
from local jobbers’ stocks: 
grade No. 1 at $7.20 per ream; 
ond grade No. 1 at $6.50 per ream; 
Garnet paper at $15 per ream. 

Sash Cord.—There is a steady im- 
provement in the demand for sash cord 
as the building season advances. There 
has been a decline in price on the com- 
mon braided sash cord, but the price 
en the high grade remains firm. 

We quote from 


quote 


Best sec- 


No. 1 


local jobbers’ stocks: 
Silver Lake No. 8, 65 cents per lb.; ordinary 
braided cotton cord, No.8, 33 cents per Ib. 


Sash Weights.—More interest is be- 
ing shown in sash weights as the build- 
ing season gets under way. Jobbers 
are in good condition to meet demands. 
Price remains as last. 


We quote 
$3 per cwt. 

Screen Doors and Windows.—A fair 
amount of sales are now being made 
in this line, but mostly in the smaller 
towns and villages. Stocks are ample 
and prices remain as last quoted. 

We quote from local jobbers’ stocks: 
Sherwood adjustable 24-in. window screens 


at $9 per doz.; Wabash extension at $7.70 
per doz. 


Screws.—Demand is showing some 
improvement, but sales are not up to 
the usual volume as compared with 
other merchandise. Prices remain as 
last quoted. 

We qnote 


from local jobbers’ stocks: 


from local jobbers’ stocks: 
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Flat-head bright screws, 75-106 
round-head blued screws, 70-10 
flat-head japanned screws, 65 per cent: 
flat-head brass screws, 65 per cent; round- 
head brass screws, 62% per cent; iron ma- 
chine screws, 60 per cent; brass machine 
screws, 40 per cent; lag screws, 50 per cent. 
Solder.—There is an improved de- 
mand for solder, and it would appear 
that the downward trend in price had 
been checked, as there has been an ad- 
vance of one cent per pound in price 


per < Se 
per cent; 


Stoc) 


We quote from local jobbers’ 
Half and half solder, 24 cents per Ib 


Steel Sheets.—There is a slight im- 
provement in sales but the total volume 
of business remains very small. Price 
remains as last quoted. 


We quote from 
28 gauge black sheets, 
gauge galvanized sheets, $6.60 per cwt. 


Wheelbarrows.—There is a_ slight 
improvement in the demand for whee!l- 
barrows for construction purposes as 
well as for garden barrows. Prices re- 
main as last quoted. 

We quote as follows: Fully bolted, $38 pe 
doz.; tubular steel No. 1, $6.60 each; gar- 
den, wood barrows, $5.40 each. 

Wire Cloth—The demand for wire 
cloth has been well up to the usual 
spring volume of business. Stocks have 
been sufficient to take care of demand. 
Prices remain as last. 

We quote from local jobbers’ 
Black 12 x 12 mesh at $2.50 per 100 sq. ft.; 
alumina, 12 x 12 mesh at $3 per 100 sq. ft 

Wire.—There is a steady improve- 
ment in the sale of wire of all kinds, 
and this improvement is expected to 
continue. Stocks are ample to supply 
demands. Prices remain firm, as 
quoted. 

We quote from local jobbers’ stocks: 
Barbed wire, painted cattle, 80 rod spools, 
$3.62; galvanized cattle, $4.18; painted hog 
wire, $3.88; galvanized hog wire, $4.46; 
No. 9, black annealed wire, $4.10 per cwt.; 
No. 9, annealed galvanized, $4.80 per cwt 


local jobbers’ stocks: 
$5.60 per cwt 28 


Stocks? 
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Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago. May 9. 

ORE favorable weather is looked 

to for a revival of the demand 
for summer hardware goods, which 
had been moving in large volume until 
ten days ago when chill blasts contin- 
uing several days caused a severe set- 
back to the early season rush. 

The new week opened fair and warm 
and there was an immediate pick up 
in orders for hose, garden tools, screen 
goods, etc. With a continuance of this 
kind of weather brisk business is 
looked for by jobber and retailer in 
this district. 

No break has been made in the build- 
ing tie-up caused when contractors re- 
fused to renew agreements with labor 
unions on a basis of a $1.25 per hour 
wage scale for skilled workers. Work 
has been halted on a number of large 
buildings and projects practically ready 
for breaking ground have been indefi- 
nitely deferred. Both employer and 
employee show no disposition to settle 
their differences. 

Some improvement is noted in the 
demand for mill supply hardware in- 
dicating there is a slight resumption 


of activity in industrial circles. The 
unemployment situation, however, has 
not been materially relieved in this sec- 
tion. It is estimated that 150,000 men 
are out of work in Chicago. 

A partial revival of business is noted 
in- automobile accessory circles. The 
effect of the twenty per cent reduction 
on tires and tubes has been immediate 
the trade evidently feeling it can now 
place business with little likelihood of 
being caught with stocks bought at 
higher than market price. Good 
weather and a slow improvement in 
road conditions have brought out more 
cars and a natural increase in the de- 
mand for all sorts of accessories and 
equipment. 

Many retailers are finding good r 
sponse to special sales, proving the 
contention that the public has_ the 
money to buy when prices appeal to 
them. 

Collections, generally speaking, 
of a healthful character. 

Automobile Accessories.—Most of the 
large tire manufacturers have followed 
the 20 per cent reduction announced by 
one maker about ten days ago and the 
change has been a healthful one. It is 
reliably said that stocks for future 
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selling can now be bought without fear 
of a sharp price decline. The consumer 
has been stimulated to buy tires, now 
that prices have materially eased off 
and the trade is looking for a much im- 
proved situation in tires and _ tubes. 
Other automobile accessories show 
more life than formerly, although de- 
mands are far from up to the peak 
business of a year ago. Price changes 
are absent save on tires and tubes. 

Automobile Accessories.—We quote from 
obbers’ stocks, f.o.b. Chicago: Reliable 
jacks No. 46, $3 each, $34 doz.; De Luxe 
long handled jacks, $8.50 each; No. 1 
standard jacks, $3.25 each; twin-cylinder 
foot pumps, $1.25 each; Simplex jacks, $2.10 
each; Stewart hand horns, $4 each; Howe 
spotlights, $4 each; Weed chains, 30 x 3%, 
$5 per pair, with 25 per cent off in lots of 
one dozen pairs and 33% per cent off in 
lots of more than one dozen pairs; Rid-O- 
Skid chains, $2 to $2.65 per pair: inner- 
tubes, red, 30 x 3%, $2.50 each; gray tubes 
30 x 38%, $2.05 each; Lyon bumpers, $10.25 
each; Bethlehem spark plugs in lots of 100, 
special type, 43c. each; Mica type Bethle- 
hem, 74c. each; standard porcelain Bethle- 
hem plugs, 55¢c. each; Hercules Giant plugs, 
55e. to 60c. each; Hercules Junior plugs, 
27c. to 35e. each; Hel-Fi standard plugs, 
45c. to 52c. each; Hel-Fi tractor plugs, 83c. 
to 97c. each; A. C, Titan plugs, 58c. each; 
A. C. Cico plugs, 48c. each; Splitdorf plugs, 
70c. to 78c. each; United Junior plugs, 40c. 
each; Champion X plugs, 50c. each; Cham- 
pion O plugs, 50c. each; Champion heavy- 
duty plugs, 57c. each. 

Axes.—Until new fall prices are an- 
nounced there will be no activity in 
axes. There is little current demand 
and dealers are waiting for new quota- 
tions before placing future orders. 
New lists are expected to be issued 
some time this month. The following 
prices ruled at the close of the past 
season’s business. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Standard quality black unhandled 
axes, 3 lbs. to 4 Ibs., $17.50 base; second 
quality black unhandled axes, same weight, 
$16.50 base; handled, $3 to $6 per doz.; 
extra according to grade. 

Alarm Clocks. — Manufacturing in- 
creases have failed to entirely catch 
up with the pile up of orders which 
jammed the makers’ books for two 
years during the war, but the situation 
has been greatly improved and reason- 
ably sized orders now receive good at- 
tention. Prices continue steady. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: American alarm clocks, $13.08_doz.; 
Sleepmeter, $16.92 doz.; Big Ben, $28 doz.; 
Baby Ben, $28 doz. with slightly lower 
price for orders of four or more dozen. 

Agricultural Tool Handles. — Ash 
used for making handles is very scarce 
and is classed as a disappearing com- 
modity. Manufacturers say that under 
these conditions prices of handles can- 
not be any lower this season. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Agricultural tool handles, 4% X 
straight plain $4.70; X bent $3.90; XX bent 
$5.35; 41% bent hayfork strap and ferrule 
$7.80; 4% manure fork handle strap and 
ferrule $7.80 doz. 

Builders’ Hardware.— Some home 
building in various communities in the 
Central West makes a small demand 
for staple hardware items, but there 
are no instances of big and numerous 
building enterprises in the larger cen- 
ters and consequently a paucity of big 
orders follows. The effect of ‘the sev- 
eral price reductions, which have 
brought down builders’ hardware fully 
20 per, cent under last December quo- 
tations, is practically unnoticeable. 
The lower prices have not brought out 
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any big volume of business. Authori- 
ties seem agreed that the stumbling 
block in the resumption of normal 
building activity is the labor problem 
and while some compromises have been 
made in smaller cities, readjustments 
have not been effected in the localities 
which normally have big building pro- 
grams. 

Chains.—No change since last week’s 
decline of about 10 per cent in coil and 
proof coil chains. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: *% in. proof coil chains, $9.50 per 100 
lb.; Tenso, lock link and American weld- 
less chains, 50 per cent off list; 3 ft. 
hammock chains, $2.90 doz. pairs; 6 ft. 
ditto, $4.25 doz. pairs; 9 ft. ditto, $6.75 
doz. pairs; porch swing chains, 5 ft.-3 ft. 
branch, $9.15 doz. sets; 5 ft.-21. ft. branch, 
$7.25 doz. sets. 


Clipping Machines.—Seasonable de- 
mand continues at unchanged prices. 


We quote from jobbers’ stocks, f.o.b. Chi- 
ago: Stewart No. 1 ball bearing horse 











lipper, inclosed type, list, $14; top plate, 
$1.25; bottom plate, $1.75; Stewart No. 9 
ball bearing shearing machine, list, $22; 
horse clipping attachment for shearing ma- 
chine, list, $9. Discount on all above items, 
25 per cent. 

Cutlery.—Sales continue steady with 
the demand for higher grades in pocket 
and kitchen cutlery showing little 
change. Sales of shears and scissors 
are reported good in some quarters. 
Silverware is an active item for June 
wedding requirements. Razor cutlery 
is moving in fair volume and at un- 
changed prices. 

Eaves Trough and Conductor Pipe.— 
Prices on eaves trough are now down 
to a level which compares very favor- 
ably with the quotations of normal 
times. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 29 gauge, 5 in. lap joint eaves trough, 
$5.00 per 100 ft.; 29 gauge, 3 in. corrugated 
conductor pipe, $5.10 per 100 ft.; 3 In, 
corrugated conductor elbows, $1.73 doz. 

Flint Paper and Cloth.—Sales con- 
tinue to be frequent though not of 
heavy volume. Prices show no indica- 
tion of any change. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: First quality flint paper, No. 0, $4 50 
per ream; first quality emery cloth, No. 
6, $27 per ream. 

Files. — Business shows no. great 
briskness but there is a steady move- 
ment in files, which are going out in 
a small way at unchanged prices. 

We quote from jobbers’ stocks, f.o.b. Chi- 
eago: Nicholson files, 50-10 per cent off 
list; American files, 60-5 per cent off list; 
Disston files, 50-10 per cent off; Black 
Diamond, 50-5 per cent off 


Galvanized Ware.— Restricted de- 
mand continues to rule the furnaces, 
about 50 per cent of them being in 
commission as against a 100 per cent 
run under normal conditions. Retail- 
ers persist in a policy of carrying low 
stocks and some are of the opinion that 
much business is being lost for the in- 
dustry simply because rétailers are out 
and do not supply the consumer de- 
mand which really exists. On the 
other hand, retailers say there has been 
a sharp falling off in consumer demand. 
Prices show no variation save for spe- 
cial offers made by some jobbers in a 
rather fruitless effort to bring out a 
good volume of business. 


« 
Cc 


Glass.—Lack of any general building 
activity has had a slowing up effect on 


>> 
do 


the movement of glass. Business had 
been good up to a few weeks ago, but 
after olders orders had been filled lack 
of new business has caused some dull- 
ness among the manufacturers. 


We quote from jobbers’ stocks, f.o.b. Chi- 


cago: Single strength <A, all sizes, 81 per 
cent off; single strength | sizes 81 
per cent off; double ill sizes 
83 per cent off: double ull sizes 
83 per cent off; putty i ts, $4.75 
commercial putty, $4.10 oints 





Nos. 1, 2 and 3, one 

Hatchets. — Jobber 
been giving some special attention to 
hammer and hatchet business since last 
week’s reductions of around 20 per cent 
with the result that some good sized 
orders have been secured. It is ex- 
pected the new prices will rule for a 
long time, thus stabilizing the market. 


salesmen have 






We quote from jobbers’ stock f.o.b. Chi- 
cago: Size 2, extra quality broad hatchets 
$19 per doz.; competitive grade $13 per 
doz.; warranted shingling hatchets, $14.2 
per doz.: competitive forged hatchets, $9.7! 


per doz 

Hammers.—As stated above in re- 
gard to hatchets, hammer sales have 
picked up since the new price was 
issued and it is likely that this new 
level will be maintained indefinitely, so 
reasonable requirements can be cov- 
ered, it is said, with little chance of 
price declines. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 11% first quality nail hammers. 
$13.50 per doz.; competitive forged na 
hammers, $7.50 to $10 per doz.; cast steel 
hammers, $4 per doz. 

Handles.—Active demand for raw 
materials, which are said to be holding 
up in price, prevent any decline in 
handle quotations. 

Chicago: No. 1 hickory axe handles, $4 
per doz.; No. 2, $3 per doz.; finest selec- 
tion white second growth hickory axe han- 
dles, $6.30 per doz.; special white second 
growth hickory axe handles, $5 per doz.; 
No. 1 hatchet and hammer handjes, 85c. 
per doz.; second growth hickory hatchet 
and hammer handles, $1.60 per doz. 

Hose.—No price change is looked for 
in hose as the demand continues very 
strong with no over supply of goods 
and important readjustments have al- 
ready been made. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: %-in. good quality moulded reel 
hose, 16%c. ft; %-in. 3-ply duck hose, good 
quality, 16c. ft.; %-in 4-ply duck hose, good 
quality, 18%c. ft.; %-in. 5-ply multiple hose« 
lic, ft. 

Lanterns.—This item is out of season. 


We quote from jobbers’ stocks, f.o.b. Chi- 
eago: Monarch tin lantern, hot blast, $9.50 
per doz.; No. 2 Dietz cold blast lan- 
terns, $14.50 per doz.: with large founts 
$16 per doz.; best tubular lanterns, $9.50 
per doz.; Competition lanterns, No. 0 tubu 
lar, $7.80 per doz. 

Ice Skates.—Future business is being 
solicited in ice skates; the new prices 
are about 15 per cent under those of 
last season. 


We quote from jobbers’ stock fo.b. Chi- 


cago: Men’s and boy's key clamp rocker 
best steel runners, bright finist Sie. pe 
pair; men’s and boys’ key clamp rocker 
steel runners, nickel plated, $1.18 per pair; 
men’s and boys’ key clamp hockey polished 
cast steel runners, $1.24 per pair hildren 
extension, 55c. per pair womer ind girl 
half key clamp rocker $1.15 er patir 
women’s and gir! half ke I f $1 
per pair. 

Lawn Mowers.—There continues a 


good movement of goods at prices 
which show strength. 


We quote from jobber st s. f ri 
cago: 17-in Penr vania g 
mowers, $25.50 ¢ 17 I 
Junior mower $ 


nife ball-bearing 1 n. ¥ 
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$12.60: 16-in. four-knife ball-bearing 10%- 
in. wheel, $10.85 each; 16-in. four-knife 
plain bearing 9-in. wheel mower, $9.45 each; 
16-in. three-knife ball-bearing 9-in. wheel 
mower, $9.45 each; 16-in. three-knife plain 
bearing 8-in. wheel mower, $7.60 each. 

Nuts and Bolts.—Since last week’s 
slight readjustment in nuts and bolts 
prices, by which the discount on stove 
bolts was increased slightly, there have 
been no developments in this market. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Large size carriage bolts, 50 per cent 
off list; small size, 50-5 per cent off; 
large size machine bolts, 50-10 per cent off 
list; small size, 60 per cent off; all stove 
bolts, 70-10 per cent off; all lag screws, 
50-10 per cent off. 

Nails.—-Prices show steadiness with 
a constant demand for staple sizes, 
orders not being of large size but mak- 
ing up a good total of business because 
of their frequency. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire nails, $4 per keg base. 

Roller Skates.—Demand continues in 
a limited way at prices which show no 
change. 
from jobbers’ stocks, f.o.b, Chi- 


We quote c sa 
cago: Bal] bearing boys’ roller skates, $2.45 
kates, $2.60 pair. 


pair; ball bearing girls’ sk 

Rope.—Basic material prices are 
showing some strength. Demand is 
quite good with indications of no im- 
mediate important change in the sit- 
uation. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 1 manila rope, standard brands, 
19%c. to 20%c.; No. 2, 18%c. to 19%c.; 
No. 1 sisal rope, standard. brands, 13%c. 
to 15%c.; No. 2 sisal, 12%c. to 14%c. 

Steel Sheets.—Sales are confined to 
necessity requirements. Prices are the 


same. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 28 gauge galvanized sheets, $6.40 
per 100 Ibs.; 28 gauge black sheets, $5.40 
per 100 Ibs. : 

Screws.—Material price changes are 


said to be needed to bring out business. 
We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Flat-head bright screws, $7214-20 per 
cent off list; round-head blued, 70-20 per 
cent off list; flat-head brass, 65-20 per cent 
off list; round-head brass, 624%-20 off list; 
japanned, 65-20 per cent off iist. 


Solder.—Prices show no change at 
this report. 


We quote from jobbers’ stocks, f.o.b, Chi- 
cago: Warranted 50-50 solder in full cases 


2ic. per Ib.; less than case lots 23c. Ib.; 
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Commercial solder 1c. to 3c. lower accord- 


ing to grade. 

Sash Cord.—There is no change in 
price. Lack of building prevents any 
extraordinary demands. 

We quote from jobbers’ stocks, f.o.b. Chi- 


cago: Standard grade No. 7 sash cord, $7.50 
doz. hanks; 


No. 8, $8.65 doz. hanks. 
Wheelbarrows.—Prices are consid- 
ered low on wheelbarrows at present 
quotations. Stocks permit prompt fill- 
ing of orders. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wood barrows, $3.20 each; 
contractors’ steel tray angle leg barrows, 
$7 to $9 each, according to equipment; 
angle steel leg garden barrows, $6 each; 
competitive grade garden barrows, $4.50 
—_ No. 4 tubular barrows, $6.50 to $7.50 

Washing Machines. — Retail sales 
continue to catch the impetus from 
spring housecleaning demands. Man- 
ufacturers say the low prices carried 
in the face of increased war costs pre- 
vent any important downward change 
now. All types of machines are selling, 
with a pick up in the demand for elec- 
trically operated types during the past 
few weeks. 

Wire Goods.—Needs have not been 
covered by any means and demands 
continue to pour in with steadiness. 
Wire cloth and poultry netting are 
among the most active of all hardware 
items while a good movement is noted 
in screen doors. Retailers failed to 
place the usual future orders on screen 
doors and with the arrival of fly time 
weather demand is beginning to be felt. 
Some jobbers think there will be an 
acute shortage in screen doors unless 
retailers cover their wants promptly. 
A correction is made on the quotation 
on No. 8 galvanized plain wire which 
should be $4.45 per 100 lbs. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Barbed wire galvanized, $4.85; No. 8, 
black annealed wire, $3.75; black painted 
wire cloth, 12 mesh, $2.50 per 100 sq. ft. 
Poultry netting, f.o.b. Chicago, no dating, 
galvanized before weaving, 40-10 per cent 
off; galvanized after weaving, 40 per cent 
off. Catch weight spool galvanized cattle 
wire, $4.85 per 100 Ibs.; 80-rod spool galva- 
nized hog wire, $4.20 per spool; No. 8 galva- 
nized plain wire, $4.45 per 190 Ibs. 


PITTSBURGH | 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, May 16. 

S yet there is very little encourage- 

ment to be found in general con- 
ditions ruling in the heavy iron and 
steel market, and the opinion is still 
very strong that it is going to be some 
months before this trade .gets into full 
swing again. Developments of the 
past week have been rather discour- 
aging, mainly in the direction that 
prices as given out by the Steel Cor- 
poration several weeks ago do not now 
represent minimum of the market; on 
the contrary when any desirable busi- 
ness comes up, there is a scramble for 
it, with the result that what are sup- 
posed to be minimum prices are usual- 
ly shaded, and in some cases quite 
heavily. Orders being booked by the 
steel mills do not show any increase 
over those of six or eight weeks ago, 
and in some lines are showing a falling 
off. This indicates clearly that buyers 


are not yet satisfied in their’ own minds 
that present prices are going to hold, 
but on the contrary are likely to be 
lower in the near future. 

Last week the Steel Corporation gave 
out its usual monthly statement of ton- 
nage on its books as of May 1, and it 
showed a falling off as compared with 
April 1 of no less than 439,000 tons, 
the heaviest falling off in any one 
month for some time. The independent 
steel companies also report that their 
order books show the lightest volume 
of business on hand for some years, 
and there is nothing in sight now that 
indicates early betterment in this di- 
rection. As a rule, the steel mills of 
the country, and this includes the large 
steel mills of the. Steel Corporation, 
are not operating to more than 40 per 
cent of normal capacity, and the gen- 
eral average may be lower. Buyers are 
steadily pursuing the policy of placing 
orders only for such material as is 
absolutely needed to meet current 
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wants, and show no inclination what- 
ever to buy ahead. 

The past week has fully developed 
that the recent steel prices as given 
out by the Steel Corporation are not 
the actual prices when any large ton- 
nage comes up. The Ford Motor Co, 
of Detroit has been a fairly heavy 
buyer of steel lately, and this concern 
placed orders last week for 4000 tons 
of hot rolled strip steel at 2.40c. and 
for 5000 tons of cold rolled strip steel, 
all to go into the manufacture of auto- 
mobiles, and at prices $7 per ton less 
than those agreed upon on April 13. 
Of course these large orders 
mighty attractive to the mills when 
they are all so anxious for business, 
and it is not surprising that prices 
were cut by the mills that took the 
business. There is also some uneven- 
ness in prices on wire nails, and it is 
stated that on a recent order for 4200 
kegs, placed by an oil company, the 
price was $3 per keg, or 25 cents per 
keg under the price named on April 
13, which was $3.25 per keg base. The 
amount of new building going on 
throughout the country in which steel 
is used is relatively small, but last - 
week a contract for about 8000 tons of 
fabricated steel was placed with a 
Pittsburgh steel mill to be used in 
building a new Statler hotel at Buffalo, 
N. Y. In spite of the above named ex- 
ceptions, prices on steel as agreed upon 
on April 13 are holding fairly firm, 
and nearly all the orders being placed 
are at these prices. The steel mills 
claim that until they are able to get 
lower wages and reductions in freight 
rates, they cannot sell even at present 
prices and make any money. Very 
few new orders for steel railroad cars 
are being placed, all the railroads be- 
ing hard up for money, and while they 
all need plenty of new cars, locomotives 
and other equipment, they have no 
money to buy, and are simply getting 
along as best they can with what they 
have. Prices on pig iron are a little 
lower, with the current rate of output 
of pig iron less than half the normal 
capacity of the country. 

Conditions ruling in the hardware 
trade are very much better than in the 
heavy steel trade, and reports from 
local jobbers and retailers are that 
their business is very much better than 
they expected, and in some cases is 
larger in dollars and cents than it was 
at this time last year. One leading 
jobber reports that his. business in 
April showed a gain of over $50,000 
over the same month last year, and so 
far in May is larger than in the same 
period in April. Seasonable goods are 
being bought freely, and while retail- 
ers and consumers are buying only to 
cover nearby needs, they place orders 
often, and the goods are going out over 
the counter. Prices on some lines of 
hardware are lower this week than 
last, but on several items there have 
been slight advances. 

Material reductions in prices have 
been made on hatchets, picks and mat- 
tocks, wedges and crowbars, also on 
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enameled ware, and on some other 
goods. Prices on lead products are 
higher, the American Lead & Zine Co. 
having recently made several advances 
in prices on raw lead. 

Jobbers and retailers report collec- 
tions as fairly good, and in a general 
way the outlook for the hardware trade 
over the next several months is re- 
garded as being quite encouraging. 

Automobile Accessories.—The reduc- 
tion of 20 per cent in prices on tires 
and tubes announced recently by the 
Goodrich Tire & Rubber Co. has been 
followed by most of the other makers, 
including Goodyear, Fisk, Firestone 
and others, the reductions running 
from 12 to 15 per cent. Dealers in ac- 
cessories say that these reductions are 
bound to stimulate demand not only for 
tires and tubes, but for other accesso- 
ries as well, and that their business in 
accessories has been heavier in the 
past six weeks or two months than they 
had hoped for. Prices on the general 
line of accessories are holding fairly 
firm, and are without special change. 

Axes.—As yet manufacturers have 
not announced this year’s prices, but 
are likely to do so in a short time. In 
the meantime, makers are taking or- 
ders from their trade for current needs 
but will take orders for forward deliv- 
ery, prices to be those in effect at the 
time shipment is made. -A reduction 
in prices of axes is looked for by the 
trade when the new figures come out. 
This is the off season, and new orders 
are light and only for immediate needs. 
Jobbers’ prices, f.o.b. Pittsburgh, are 


as follows: 

Standard quality black unhandled axés, 
3 Ibs. to 4 lbs., $17.50 base; second quality 
black unhandled axes, same weight, $16.50 
base; handled, $3 to $6 per doz.; extra ac- 
cording to grade. 

Bolts, Nuts and Rivets.—New orders 
are light, and only for such quantities 
as are needed for current orders. Most 
of the new business going is at the 
prices in effect on April 6, the higher 
prices named on April 14 not cutting 
much figure in the trade as yet. The 
new demand for rivets is quiet, as there 
is very little new building going on, in 
which rivets are used. Jobbers’ quota- 
tions follow: 

Large machine bolts, 50, 10 and 5 to 60 
per cent off list; small machine bolts, cut 
thread, 66 to 60 and 10 per cent off list; 
rolled thread, 65 to 65 and 10 per cent off 
list; carriage bolts, small, cut thread, 50 and 


10 to 60 per cent off list; rolled thread, 60 
to 60 and 10 per cent off list; large, cut 


thread, 50 and 5 to 50, 10 and 5 per cent 
off list. 

Bright Wire Goods.—There has been 
an average reduction in prices on these 
goods of about 10 per cent. Jobbers 
and retailers report the new demand as 
not very urgent, the trade buying only 
in small lots to meet current needs. 


Builders’ Hardware.—This ‘trade is 
unsatisfactory, the new demand being 
quiet, due to the strikes in nearly all 
the building lines, and the high cost of 
materials and labor. Financial inter- 
ests are slow to go into a new building 
projegts while so many uncertainties 
prevail. There has been a reduction of 
about 10 per cent in floor hinges and in 
wire coat and hat hooks. 
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Clay Picks and Mattocks.—There 
has been a reduction of about 15 per 
cent in prices on picks and mattocks. 
Jobbers now quote at about 40 and 10 
off list. 

Crowbars.—Prices are off about 10 
per cent on crowbars, wedges and 
sledges and the new demand is reported 
as quiet. 

Field Fence:—Dealers say there is 
no let-up in the new demand for field 
fencing, which is beyond their ability 
to supply as fast as customers want it. 
Some makers are getting behind in 
shipments, and are not now promising 
deliveries on new orders inside of three 
to four weeks from date of order. 

Prices are firm, but no higher. Standard 
Cyclone fencing, L, extra, is quoted at 
$9.80, for 36-in., while 42-in. is quoted ac 
$11. Prices on 36-in. style F are $13.50 for 
36-in. and $14.75 for 42-in." Single walk 
gates for,same are quoted at $3.40 each. 

Enameled Ware.—Prices are down 
again, this time about 15 per cent, and 
the market is none too strong. Domes- 
tic white and white is now quoted at 25 
per cent off list, domestic blue. and 
white, 25 per cent, and Swedish gray 
ware at 35 per cent off list. The de- 
mand for these goods is only fair, and 
is mostly for small lots to cover early 
needs. 

Hatchets.—Prices are lower by about 
15 per cent, and a similar reduction is 
looked for in axes when the new prices 
are announced by the makers, which 
will likely be in a short time. Standard 
No. 2 hatchets are now quoted at $12 
per doz. and high grade No. 2 at $15.20 
per doz. Carpenters’ adzes are also 
down about 15 per cent, and are now 
quoted by jobbers at about $21 per doz. 

Iron and Steel Bars.—There is no 
improvement to be noted in the new 
demand for either iron or steel bars, 
orders being almost entirely for small 
lots to meet current wants. The mills 
that roll iron or steel bars say there is 
no money in them at present prices, 
their costs having gone up on account 
of the fact that they are not able to 
operate at more than 25 to 35 per cent 
of capacity. Prices for puddling went 
down lately, and makers of ‘iron bars 
are disposed to shade prices on any at- 
tractive orders. Warehouse prices on 
steel bars are 2.75c. and on iron bars 
about 3c. However, these prices are 
none too strong, and could be shaded 
on desirable orders. 

Ice Cream Freezers.—Both jobbers 
and retailers report that the season 
thus far in ice cream freezers has been 
disappointing, likely due to the fact 
that makers could not see their way 
clear to make lower prices than pre- 
vailed last year. Some in the trade 
believe that before long there may be 
a revision in prices on freezers to a 
lower basis, but this may be wrong as 
the makers announced some time ago 
that present prices would rule for the 
remainder of this year. It is said that 
none of the makers of freezers is able 
to operate to full capacity, owing to 
the quiet demand, which is not likely 
to improve in the near future. Prices 
are reported as holding firm, and on 
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the leading makes are as follows: 

Blizzard, 3-qt., $3.90; 4-qt., $4.80; 6-qt., 
$6; 8-qt., $8. Lightning, 3-qt., $4.25; 5-qt., 
$5.25; 6-qt., $6.50; S-qt., $8.50 Arctic, 3-qt., 
$3.90; 4-qt., $4.80; 6-qt., $6.50; 8-qt., $8.50. 
White Mountain, 3-qt., $4.75; 4-qt., $5.75; 
6-qt., $7.40; 8-qt., $9.50. Auto Vacuum, 
3-qt., $3.33; 2-qt., $4; 4-qt., $6.67, and Acme 
freezer, 2-qt., $1. 

Lead.—Prices on all goods made 
from lead are firm, and are likely to be 
higher. Babbitt metal is now quoted 
at 8c per lb., lead pipe is 734¢. per Ib., 
and S lead traps, 1%-in. long, are 
about 75c. each. The demand for these 
goods is reported to be quite active. 

Sash Weights.—Prices are down 
again, this time about $2 per ton, and 
we now quote at $45 per ton to the 
trade. 

Shovels.—Due to the decline in prices 
of steel, and also to the fact that the 
new demand for shovels for some time 
has been quiet, the trade is looking for 
an early reduction in prices. 

Solder.—Prices are very firm, and 
are likely to be higher in the near fu- 
ture. We now quote half and half 
solder at 22'4c. per lb. to the trade. 

Tin Roofing.—These goods are down 
about Ic. per lb.; and jobbers now quote 
to the trade at 8'c. per Ib. 

Paints and Supplies.—Dealers in 
these goods report they are doing a 
fine business, and expect it to last for 
some time yet. One large local paint 
house says that its business in April 
last broke all previous records for that 
month. Prices are very firm on all 
lines especially on linseed oil and tur- 
pentine, both of which are 3c. per gal. 


higher. 

Standard grades of ready mixed paints 
are $4.25 per gal.; linseed oil is 77c. per 
gal., in barrels; turpentine is 90c. per gal 
and white lead is $13 per 100 Ib. 


Stucco 4-in. brushes are sold at about $4 
each at retail. Putty is sold at $1.25 for 
12% Ib. and $2.25 for 25 lb. Sandpaper is 
sold at 30 and 10 off list. Shellac is lower 
in price. Cheaper grades are sold at $2.50 
per gal., medium grades at $2.75 and high 
grades at $3.50 per gal. 

Sheets.—Jobbers report the new de- 
mand as a little better, and say that 
prices are more stabilized than for 
some time. Mills making black and 
galvanized sheets are running at 35 to 
40 per cent of capacity, which is better 
than they have been doing. 

All jobbers are observing the stabilized 
prices of 3.10c. base, Pittsburgh, for No. 1 
blue annealed, 4c. base for No. 28 black, 
and 5c. base for No. 28 galvanized. In 
lots of one to ten bundles out of Pittsburgh 


warehouses, the price is $25 per ton 
above the manufacturers’ prices or 4.35c., 


5.25¢. and 6.25c respectively. Larger 


quantities sell at somewhat lower prices. 
Tin Plate.—Jobbers report the new 
demand for both tin and terne plate as 
quiet, and mostly for small lots to 
meet current needs. The pack of fruit 
and vegetables this year will likely be 
far below normal, this adversely af- 
fecting the demand for bright plate, 
while the quietness in the building 
trade is keeping down the demand for 
terne plate. What are recognized as 
market prices are holding fairly firm. 


Jobbers are quoting standard coke, tin 
plate out of warehouses at $7.25 per base 
box and ternes at $25.50 to $25.75 for 40-Ib 
I. C. and $14.25" to $14.50 for plain 8-Ilb 
ternes. 


Wire Products.—Jobbers and retail- 
ers are having a fair demand for nails 
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and wire, but there is some unevenness 
in prices on wire nails. A local jobber 
is quoting low prices on wire nails to 
the trade here, said to be due to the 
fact that he has large stocks which he 
desires to move as rapidly as he can. 
Jobbers as a rule are quoting wire 
nails from store at $3.60 per keg, base, 
but this particular dealer has put out 
prices as low as $3.35 per keg. 

Jobbers quote wire nails from stock at 
$3.60, plain wire at $3.35, galvanized wire 
at $4.05, galvanized barb wire, 4-point cat- 
tle, in reels of 80 rods, $3.85, and cement 
coated nails at $3.25 to $3.50, all per 100-Ib., 
f.o.b. Pittsburgh. 


Twin Cities Paint Market 

AGE, 

Minn.. 
May 9 


Office of HARDWARE 
Minneapolis 


Paint jobbers and manufacturers re- 
port that they are doing a very nice 
volume of business and that there has 
been a decided improvement in this 
jine. Prices seem to be fairly well 
stabilized for this season, and being 
much lower than last year it is ex- 
pected that a very large amount of 
business will develop as the season 
advances. 

Mixed Paints.—Retailers are doing a 
nice volume of business, and this is in 
turn creating business for the manu- 
facturer and jobber. 
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from local jobbers’ stocks: 
First grade white paint, $3.20 per gallon; 
second grade, $2.25 per gallon; first grade 
colors, $3.00 per gallon, 

Denatured Alcohol.—Sales compare 
favorable with general improvement in 
paint sales, and price is reasonable. 

We from jobbers stocks: 


We quote 


quote local 


Zarrel lots, 55 cents per gallon. 
Linseed Oil.—Sales are of fair vol- 
iful and prices 


ume, stocks are plent 
remain firm. 

We quote from 
Boiled oil, 85 cents 
per gallon in barrel 

Shellac.—The price of shellac is very 
much lower than last season and stocks 
are in much better condition. 

We quote from local 
White shellac, $3.20 per 
shellac, $2.75 per gallon. 

Turpentine.—The price of turpentine 
has advanced since last report, and 
jobbers state that further advances are 
likely. 

We 
Turpentine 
gallon, 


stocks: 
83 cents 


local 
and 
lots. 


jobbers 
Raw oil 


stocks: 
Orange 


jobbers 
galion; 


stocks: 
cents per 


jobbers 


quote from local 
i 60 


in barrel lots, 

LONDON MARKET LETTER 
LONDON, April, 28, 1921. 

The probability of the coal strike 

being satisfactorily settled very soon 

gives greater confidence in the indus- 

trial world. It is clear, however, that 


the higher level of payment to the men 
and also added dead charges will not 
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make the markets here any easier. [n- 
deed, it is probable that British mak- 
ers will be heavily handicapped for 
some time in the race for the world’s 
markets. Reductions in wages will 
take place generally, but it is feared 
they will not be proportionate to the 
reduced cost of things; that is to say 
there is abundant evidence of the per- 
manent improved status of the working 
man, in fact a leveling of classes which 
may or may not meet with general ap- 
proval. 

The shortness of coal has increased 
the demand for oil stoves and conse- 
quently for mineral burning oils. It 
is now a very common thing for the 
entire cooking of a household to be 
done on an oil stove—cooking by gas 
is so very expensive and the quality of 
the gas supplied by some of the com- 
panies leaves much to be desired. Elec- 
tric cooking is not much favored in 
Great Britain, and although the service 
is available in most of the larger towns 
electrical domestic appliances are very 
little used, even such simple things as 
electrically heated sad irons and ket- 
tles boiled on electric stoves are not 
popular, 

There is a growing liking for Ameri- 
can tools, especially machine tools, 
stocks and dies and the like. At one 
time German tools were sold freely; 
no one will look at them now, therefore 





Current Metal Prices—May 16, 1921 


Iron and Soft Steel Bars 
and Shapes 


Per lb. 
8.23¢ 
2.00¢ 


Bars: 
Refined Iron, base price. 
Swedish Bars, base price.. 
Soft Steel: 
% to 1% in. round, and 
REED | 6i.63500640015050 


Bands, 1% to 6 x 3/16 to 
No. 8 (base price)...... 


Nos, 
Nos. 
No. 
No. 
No. 


No. 


Hoops (base price) 


Beams and Channels, Angles 
and Tees: 
8 in. x \% in. and larger, 
base 3.23 @3.33¢ 
Channels, Angles and Tees 
under 8 in. x % in.....3.23¢ 


No. 
No. 
Nos. 
Nos, 
No. 
No. 
No. 
No. 
No. 


eeeee 


Merchant Steel 
Per 
Tire, 1% x % in. and larger.3.: 
Smooth finish, 1 x 2% 

x % in. and larger.......3.45¢ 
Toe calk % x % In. and 

larger 
Oold-rolled strip (soft 

and quarter hard) .10.00@10.50¢ 
Open-hearth spring steel 


28, 36 


Base 
coarser : 


sright 
Annealed 
Galvanized 


4 59 8.00¢ 
Shafting and Screw Stock: 

ES Ascn0e 5 vek sp eens ae 4.73¢ 
Copper 


Brass Sheet, Rod, Tube 


High 
High 
Brass 
Brass 
Brass 


Brass 

Brass 
Rod 
Tube, 


Tank Plate—Steel 
Per Ib. 
% in. and heavier... .3.23@3.33 
Sheets 
Blue Annealed 
4.23@4 25 
4.28@4.30¢ 


Sheet 


*Regular extras for lighter gages 


Boz Annealed—Black 


Galvanized 


and 24 5. 5.93¢ 


Steel Wire 


Price* 


Basic 
Soft 
Annealed. 5.25 
Basic 
Tinned Soft Bessemer 6.00 to 


Tube, 
Copper Tube, 


Copper Sheets 


Copper, 
22¢ per Ib. 
Cold rolled, 

2¢ per lb. advance over hot rolled. 


Soft Steel 
o. B.. 


Bright Tin 

Wood's 
One Pass, Refined 
Per Ib. Per lb. 
4.95@5.18¢ 
5.00@5.23¢ 
5.05@5.28¢ 


wide, 10¢ 


Tin Plates 


Grade 
“AAA” 
Charcoal Charcoal 

14x20 


$11.25 


Coke—14 2x 20 


Per lb. 
5.25@5.38¢ 
5.50@5.63¢ 
20. csv 5.65@5.78¢ 


80 Ib. $ 7 
90 Ib. 7 


5.95@6.08¢ _ rey 
6.10@6.25¢ 
6.25@6.38¢ 
6.75 @6.88¢ 
20¢ higher. 


IXXXX 


in wide, 


on No. 9 gage and 


Per Ib. 
to 4.75¢ 
to 4.75¢ 
5.50¢ 
5.25¢ Straight 
6.25¢ Bar 


4.50 
. 4.50 


eevee, |. pig 


Copper 
and Lake Ingot 
Electrolytic 


Casting 


Wire 


Sheet....18 @21¢ 
Wire.....194 @21%¢ 
17 @ 20% « 
Brazed... @35"% 
Seamless.21% @2.i1, 
Seamless.22% @24\, 


Western spelter 


Primes 
7.30 


100 Ib 7.50 


iH) 


9.65 


65 


Terne Plates 
8-lb. Coating 14 @ 


sl sala-e:d eo oe wo wo 


Spelter and Sheet Zinc 


Sheet zinc, No. 9 base, casks, 


Babbitt Metal 
Best grade, per Ib 
Commercial grade, per 


Antimony 


Grade 


14x20 Asiatic 


$10.00 
11.50 
13.00 
14,25 
5.50 


Aluminum 
No. 1 aluminum (guaranteed 
over 99 per cent pure), in 
ingots for remelting, per 


Old Metals 
Business is more active and 
prices a little higher in sympathy 
with the new metal market. Deal- 
ers’ buying prices are nominally as 
follows: 


Wasters 
$ 7.05 
15 


on 
.25 


40 
40 
9.40 


Cents 
Per Ib. 
. 10,25 
. 9.50 

8.00 


Copper, heavy and crucible. 
heavy 
light 
heavy 
light 

machine 
yellow brass turnings... 
red brass or composi- 
turnings 


heavy 


and wire 
and bottoms 


Copper, 
Copper, 
Brass, 
Brass, 
Heavy 
No. 1 
No. 1 
tion 
Lead, 
Toad, 


5.75 
10 
composition 9.75 
5.00 


tea 


Welded Pipe 

Standard—Steel 
% in, 
% in. - 
36 th. Betts v.08 
3%-6 In. Lap... 
7-12 in, 


12¢ open 13¢ 


rolled 24 oz. American lead... 
Bar lead 
Solder \% and 


No. 


hot pig 
base. 
14 oz. and heavier, 


Lead and Solder 


6% @7¢ 


4 guaranteed..244¢ 








o¢ 
4 


be 


() 
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Animal, Fish and Vege- Ulive, denatured,  bbi., White and Red Lead, Ete. Grinders ....... 14 @15 
table Oils— ; per gal. . nd des $1 10@1 60 Cents per Ib Common. TTT 8 @l4 
Linseed, Raw, carload Neatsfoot, Prime ..... 64@ — White Lead, Dry 8 @ Paris, Green, Bulk 
Wote, PO a «odes $ 65@ .67 Neatsfoot, Pure Refined, sagas asgabes y Arsenic ............30 @32 
‘S-bbl. lots, gal... .70@ .72 Bal. eee cess eee ees 77@ 80 In Oils «oo ee eee ee eee 10%@ — ted Carmine, No. 1 a 
‘ity - § | es 4 : “he - e, 0. vu, 
ee See ee ae =" Palm, Lagos, in casks, Red Lead, Dry....... 9%@ 9% bulk ...............5,00@5.10 
so. a lots ae et spot per Ib...... + - TH@ 7% I i eee ks 1%@ — Indian Red, Standard. .14 @15 
ee Set ee eee iy St Soya Bean, bbl., Ib.....7%@ zt Rose Pink ....... 25 @40 
Boiled, 2¢ per gal. advance on Raw. pe a Line uscan Hed ..--.......22 @30 
Lard, prime, winter, edible Oxide, Selected, per lb. 9 @10 Para Pure (tones) 1.60@1.70 
in bbls., per gal.... 1.10@1.20 Barytes: iditiee wes lu @10% Commercial .........20 @30 
cord, Winter Strained Prime, White, ton.... .30@ .40 Grace: Seal 1 1 Natural Red Oxide..... 4 @ 5 
“per MET 7G cukuresne +. §0@ .83 Off color, ton......... 20 @ .25 ann a bide etite - @ 1% Yellow, Chrome .. 21 @ 
Votton seed, “— precipitate, ex. BED BORE occ cccesee 2% @12% Vermilion, English 1.00@ 
P Be ccacccce ce cvcessecen Oe rc — > » 
Bleachable ......... 05% @ — Heavy... ke ee Le 4% Dry Colors Per rs hre, French 4 @5 
llow Summer, Prime, ' . , ME kc ws.6 ts 30 @50 
Helps epee 07% @ Whiting in Cwt. Black, Carbon Gas....12 @30 = 
. : one = Commercial! 1.40@1.50 Black, Bone ........ 5 10 SPirits of Turpentine, 
INO DR TI on 9:08 Na ais Gilders . 1.40@1.50 Black, Drop r poe er ree He $17 Per gal., yard basis. 
Tallow, acidless, gal... .74@ — Ex. Gilders 1.50@1.60 Black, Ivory ....... $.15 @su Rosins : 
Menhaden ali Glues Lampblack .....-...+. 12 @14 m3 a Bay - —,> on yard 
Crude, bbl., gal....... .28@ — Bone, (i cicediassens 20@ .26 Blue, Chinese “Oo @ ; 7 a 
Light pressed, gal..... 42@ — Gi Shell Blue, Prussian 60 @ 4 — ° $5 75@ 
sache: val... .48 oe mom Shellac Blue, Soluble... — a 4 grade . b.v0@ 
Bleached Winter, gal 48@ Diamo' | ASP eS $ .s0@ — Blue, Ultramarine -+-15 @40 E grade .. 6.60@ 
Cocoanut, Oeylon, bbi., 7 nd “the pias c ae Blue, Milori, Ib...... 60 @— F grade . 6.70@ 
N. Y., per lb...... 104% @10% A. C. Garnet .....0-- 45@ .56 ‘ 2 ht G grade .... 6 70@ 
Sees ™ 5 Brown, American, Burnt 34%@ 4% > an 
Deodoriz d, bbls., N. Y., Button eRe Khdsccremeeey nominal Brown. Sienna, Italian. . . grade 6.75@ 
fe SEER ESS SOE 114 @ 11% ee atl abil hed a co surnt and Powdered. 6 @15 K — ey 
' cilite.  Siniaien 2G [= rere 4 .65@ — ese naay - de +854 
Gcicuama iB. ig 48 Fk oo cy Pec og ree gE ia 
“9 b.. 9%@9! Bone Dry ....-. 73@ .75 okra Va : N Stade 17.06@ 
Corn, Refined, bbl., Ib... 9%@9% Orange, Fine . . ea — Green, Chrome Chemi ae aa WG grade nominal 
Crude, bbl., per Ib...... 7% @8 Orange, Superfiine ..... 69@ — cally Pure, Ib.......36 @57 WW grade nominal 





for that class of tools there are open- 
ings here. 

Most people are busy in their gar- 
dens. There was a time when the sale 
of American pattern—fewer knives set 
wide apart—and English lawn mow- 
ers was equally divided. Most of the 
English makers of mowers prefer 
the closer set knives and the use of a 
grass box, but they make what is gen- 
erally known as American pattern, be- 
cause those who have small gardens 
and who like to leave the cut grass on 
the lawn prefer them. It would seem 
as if the genuine American article, 
that is the machines of really sound 
build, not the lighter and rather un- 
satisfactory machines were not being 
pushed as they might be. Perhaps, 
however, cost of production, higher 
freights and other tariff questions do 
not make their export as lucrative as 
formerly. Anyhow they would find a 
ready sale. 

Incidentally in connection with Amer- 
ican machines in this country agents 
who have sold them in the past appear 
to be working at a disadvantage, for 
they find great difficulty in getting 
parts for replacement and_ repairs. 
American makers drop old patterns 
and scrap their parts as obsolete much 
quicker than makers and users do here. 
We are in the habit of making the old 
machine—of whatever kind—do as long 
as it will and naturally feel an an- 
noyance when spare parts cannot be 
obtained. Even if the sale of old pat- 
tern machines is dropped American 
makers would do well to retain their 
stocks of parts and let their British 
agents draw them—an instance may be 
given in so-called, and. yet very use- 
ful, obsolete patterns of typewriters. 

An interchange of ideas is probably 
the best form of acquiring knowledge 
about that which influences financially 
the trade of the world. The meeting 
of the British Federated Associations 
of Ironmongers which is to be held at 
Southport shortly is the great annual 


event to which hardware men look for- 
ward every year. This festival, for 
traders have a happy knack of choosing 
a place where they can combine pleas- 
ure and business, is both social and 
commercial. It consists of meeting 
others in the same way of business 
in conclave, on the platform of discus- 
sion, and also of talking over matters 
of interest over the tea table and across 
the “walnuts and the wine.” Yet not- 
withstanding this social aspect as well 
as trade aspect there is an air of busi- 
ness about these men in all their 
gatherings, that same hard headed 
determination to win which is seen in 
America on similar occasions. In men- 
tioning this matter in advance I want 
to emphasize the fact that there is 
money to be made in attending such 
functions and of reading about them, 
for the man who keeps to himself loses 
much, he remains ignorant while others 
are getting the knowledge which brings 
them trade. 

According to recent colonial reports 
American merchants are doing good 
business in South Africa where the 
storekeepers complain that in other 
markets they are more subject to delay 
in the execution of orders. In Cape 
Colony there is good demand for Amer- 
ican hardware and some of the mer- 
chants there are large buyers. | Mor- 
ley’s Hotel in London has been taken 
over by the South African Governments 
and it is there that American mer- 
chants when in England may obtain 
much useful information about trading 
in the Cape and also in the Transvaal. 

There is an inclination on the part 
of retailers in Great Britain to give 
new goods a trial, and the way in 
which clever merchants and makers are 
taking advantage of this tendency is 
apparent. Naturally there is a danger 
in being overloaded, and some astute 
people are offering what they term 
sample lots, which simply means a 
small parcel of things which may or 


may not sell. For instance one firm ad- 
vertises three leather bags, all differ- 
ent in size and character, the sample 
lot consisting of attaché case, suit case, 
and trunk. This little lot is not a large 
outlay, but it enables the buyer to judge 
of the comparative value of the goods 
in the quiet of his shop. In that is 
the difference between comparing goods 
in a Fair where the glamour of sur- 
roundings often distracts attention and 
prevents cool selection. 

American makers will have to look 
to their laurels, for I see that the 
Canadian Government have been en- 
quiring about oil cans which they ex- 
pect to buy in England, the patterns 
they require have hitherto been made in 
America. In assessing the value of 
goods offered at competitive prices 
there are such things as freight, tariff 
and customs to be considered, and now 
that Americans are experiencing a 
business slump» they do not want to 
lose any trade, even that of selling oil 
cans. 

It is needless for me to point out 
that the labor question seems to gov- 
ern everything here as elsewhere, and 
that the only recognized remedy is 
greater production per man power. 


The Diamond Electric Specialties 
Corporation of Newark, N. J., reports 
that its Chicago office will remove on 
May 4 to 43-45 South Wells Street. 
This change is made necessary by the 
need for much larger space to take 
care of an increasing Western busi- 
ness and to permit carrying a greatly 
enlarged stock of Diamond flashlights 
and batteries. 


The Napier Saw Works, Inc., has 
moved from Springfield, Mass., to 
Middletown, N. Y. 


Styx, a new liquid formula glue, has 
been placed on the market by M. Feigel 
& Bro., 185 Wooster St., New York. 
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“Taxi Mister, Wanta Taxi?” 

















ACK in 1904 Stephen M. Balzer thought this a rather snappy model, but 


to-day it would be called a very “yappy” model. 


However, it was built 


before the price of tin plate had been reduced and hence had no competition 


with flivvers. 


It’s the first automobile invented and can be seen only at Smith- 


sonian Institute, Washington, D. C., along with the first celluloid collar and 


the defunct cocktail shaker. 


Making the Kitchen Clean 


(Continued from page 56) 
tical daily work and in appearance. 
Enameled furniture for nursery, 
bath room and kitchen may be 
washed and kept immaculate. The 
garbage can of enamel is ideul, so is 
the hamper for soiled clothes, and 
the rack for towels. After all, per- 
haps, the bath room offers one of 
the most productive fields for the 
suggestion of sanitary articles of 
enameled ware. There are the reg- 
ular articles of use and sanitation 
which are always in season and de- 
mand. 

Is Always a Good Seller 


Experience in selling enameled 
ware has shown that it is first and 
foremost a home line, that its ap- 
peal is to the housewife, the hus- 
band, the home dweller everywhere, 
and this fact makes it practical for 
the small dealer to put out a display 
that will bring immediate and profit- 
able results, even if he is beyond 
reach of the professional window 
dresser. 

First let him determine what 
stock he has for sale and what de- 
mands he can surely fill. This is 
the indispensable first step, for there 
is no other procedure so fatal as to 
have a display which is not thor- 
oughly backed up by stock. Having 
determined what is to be shown, it 
is always possible to make an attrac- 
tive showing of it in the window. 

Make your window look like some- 


thing real. A corner of a kitchen, 
a dining-room, a nursery, or any 
place that will make the woman 
who looks at it say to herself: ‘I 
would like that.” Bring the articles 
straight home to the woman who 


sees them by making the display 
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real. Don’t put in something that 
you want to push unless it belongs 
there. Concentrate attention, make 
the display so that it might be a 
piece of home to anyone, and the 
things shown there will speak loudly, 
It is easy to make a simple display 
with this principle in mind. Take 
what you have to sell in ename!ed 
ware and make a simple little home 
picture of it in the window. Use 
something pretty for a background; 
anything will do, from your own 
house if you like. Make it wash- 
ing day; make it griddle-cake morn- 
ing; put breakfast on the table, with 
baby’s chair there. Make it any- 
thing you like, so long as it is some 
thing that will use what the woman 
passing by will see and come in and 
buy. 

Enameled ware is here to stay, and 
it came some time ago. It has been 
here long enough for housewives to 
get thoroughly acquainted with it, 
and if they hadn’t liked it they 
would have said so long ago. They 
do like it and they will buy it, plain, 
ordinary, everyday lines and special- 
ties, and just because they have 
come to take it as a matter of course, 
they will be open to the practical 
suggestion of the window display, 
whether it is the simple, homely one 
of a few ordinary household neces- 
sities, or the all-convincing outlay of 


the entire range. 


All Aboard for Pittsburgh 














T was no trick at all to go from Philadelphia to Pittsburgh in 20 days when 


this chariot was in common use. 
the side of the wagon. 


back and forth are made mostly at night. 
to the Smithsonian Institute, Washington, D. C., and take a look at this 


land limited. 


Now neither town mentions the other and th: 


In fact, they bragged about it right on 


trips 
down 
over- 


When your train is late run 
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Let Your Customers Know You Sell 
McKinney Hardware 







OLORED display cards, booklets, You should also be interested in the 

catalogs and proofs of the national general hardware advertisements for use 
advertisements all help to identify your in your local newspapers. Electros of 
store as McKinney Headquarters. these will be furnished on request. } 









These display cards in two colors The hardware dealers who are using 
should have a prominent place in your _ these sales helps find results marked by i 
windows and on your counters. The book- _ increased sales. The effectiveness of the 
lets should be included in your monthly advertising campaign in benefiting your 
statements. They are sales builders. business is strengthened by their constant | 
Proofs of the national advertisements, use. Make them work for you. Asupply | 
suitable for window display, afford ex- of the cards, booklets, proofs and the gen- | 
cellent tie-ups between your store and the eral hardware advertisements will be 
McKinney nation-wide publicity. gladly forwarded to McKinney Dealers. 





Also menufacturers of garage 
and farm building door-hard- 
ware, furniture hardware and 
McKinney One-Man_ Trucks. 


These McKinney One-Man 


Truck eliminate the ed 0 Hi d Butt 
costs in half. 7 | n es an Uu S 


McKinney MANuFActuRING Co., Pittsburgh. Western Office, Wrigley Bldg., Chicago. Export Representation. 


~ 
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Products Being 


Hood on Juvenile Auto Opens 
Like Real Thing 

If there is anything in a vehicle for 

children that makes an immediate and 

lasting response it is a feature that 














Note Opened Hood on American National 
Auto 


makes that article a reproduction of 
the real thing. A crank has been 
placed on the front of the toy auto, 
so has a bumper and real headlights. 
Now along comes The American Na- 
tional Co., Toledo, Ohio, with a juvenile 
auto known as No. 545 that has a hood 
that opens and shows the American- 
National 4-40 motor with the dummy 
spark plug and the imitation ignition 
system. 

This new car also has rear springs 
a three speed gear shift and an auto 
top cover. The car has a wooden Moto- 
Meter and an auto horn. 

The factory goes to much trouble to 
make the car very attractive as well 
as realistic, for although -the child of 
today is wised up on motor cars and 
likes a genuine looking article it must 
be finished with taste and care. 


also 


for Stropping Safety Razor 
Blades 


Four models of safety razor 
stroppers are offered by the Pullman 
Mfg. Co., 228-236 South Ave., Roches- 
ter, N. Y. The line embraces practic- 
ally all of the known standard safety 
razor blades. 

The Pullman 


stropper is used in 


conjunction with the familiar razor 
strop. The latter is usually held in 
the left hand and the stropping ma- 
chine in the right. A release button 
on the stropper locks or releases the 
blade from its  stropping position. 
With the blade inserted and the ma- 
chine placed on the strop, a back and 
forth stroke of the machine will, it is 
said, strop even the most stubborn 
blade in two or three minutes. A firm 
even pressure is recommended by the 
manufacturer. It is suggested by the 
maker that a double leather strop be 
used on with a side for sharpening and 
a side for finishing. 

The strop is inserted between the 
roller on the stropping machine. 

The Pullman stropper is furnished 
in four models and is made throughout 
of steel, thoroughly nickeled and 
buffed. The handle is of hardwood 
with a black rubberoid finish. 














Pullman Safety Razor Stropper 


Streamline Design Electric Iron 


Few parts and the absence of com- 
plicated assemblies are said to be fea- 
tures of the Sunbeam electric hand 
iron, made by the Chicago Flexible 
Shaft Co., Chicago, Ill. The complete 
iron weighs but six pounds and is sat- 
isfactory for use with either direct or 
alternating current. Sufficient length 
of insulated cable is furnished with a 
standard size plug at the end. 

The heating element, pressure plate, 
terminal posts and all other parts are 
said to be rigidly secured so that hard 
use or abuse will not cause premature 
wear The terminal posts are of non- 
arching monel metal threaded into their 
bases, consequently they can be re- 
moved without taking the iron apart. 


Placed on the Market by Hardware Manufacturers 


The heating unit is insulated in mica 
and rests directly on the ironing plate. 
This feature means more heat with less 
current consumption. <A soft metal 














Sunbeam Electric Iron 


heat storage plate holds a reserve of 
heat that would otherwise escape 
through the top of the iron. 


Special Universal Joint 
Lubricant 


Some car owners have difficulty in 
keeping the universal joint properly 
lubricated. This is due quite often to 
the use of a lubricant that is meant 
for other parts of the car. 

According to the Joseph Dixon Cru- 
cible Company, Jersey City, N. J., “the 
universal joint, because of its centrif- 
ugal action, requires a special lubri- 
cant of its own. 

“For a long time the Dixon Labora- 
tories have been working towards the 
development of a universal joint lu- 
bricant, and are now ready to announce 
their success. It has fully met the 
rigid Dixon tests, which are consider- 
ably more severe than actual working 
conditions. 

“This new Dixon Lubricant, Grease 
No. 672, is a spongy grease of medium 
density that retains its normal plastic 
consistency under a wide range of tem- 
perature and climatic changes. It 
clings to the joint regardless of speed 
and without loss of its lubricating 
qualities.” 

The new lubrciant is put up in con- 
venient containers. 


Reading matter continued on page 92 
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Barn Door Hangers That 
Stand Up 





difference between 
Richards-Wilcox barn door hangers 
and any other type of barn door 
hanger you can sell. 


There is a 


This difference comes back to you 
in new business as the result of the 
satisfaction that Richards-Wilcox 
hangers afford. 


We furnish a complete line of barn 
door hardware equipment, of trolley 
tracks, round tracks, trolley hangers, 


CHICAGO 
ST.LOUIS 
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single wheel hangers, and there are 
prices to meet every demand. 

The weather proof protecter fur- 
nished in the leading Richards-Wilcox 
lines of barn door hangers, is a feature 
which has built a constantly growing 
popularity on which dealers who look 
in‘o the future are making money. 

Now is the time to confine your 
line to real sellers—people buy be- 
cause they believe in real satisfaction. 

For complete information send for 
Catalogue U-16. 
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Extension Pedal 


Rico Universal extension pedals in- 
sure proper leverage for clutch and 
foot brake operation as they may be 
adjusted to a comfortable and efficient 
height. Rico pedals are made by Rich 
Mfg. Co., 1777 Broadway, New York. 

These pedals can be attached with 
sliding clamp toward dash or toward 
the seat. One model fits all cars. 

One big advantage in the adjustable 
pedal of this type is when different 
members of the, family drive the car. 
Different leg lengths are usually a 
problem in such cases but these pedals 
eliminate the trouble. 














Rico Extension Pedal 


Puncture Resisting Tubes 


Shaping the rubber to such a cross- 
section that air pressure within com- 
presses its walls instead of expanding 
them is the principle employed in mak- 
ing the Climax self-sealing inner tubes 
for auto use. These unusual tubes are 
made by the Climax Rubber Co., Colum- 
bus, Ohio. 

In the surface of the tube are nearly 
700 shallow circular depressions about 
%-in, in diameter, made by a special 
mold adding about 30 per cent to actual 
rubber surface. Inflation forces the 
depressions out against the casing, so 
compressing the rubber that the ordi- 
nary puncture is automatically closed. 

The Climax Compression Inner Tube, 
as it is called, has been subjected to 
many hard tests such as driving 100 
miles with three nails driven in the 
shoe and tube. The tubes have held 
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pressure all the way without the slight- 
est trace of an air leak. 

' Because of the small indentions in the 
tube there is a notable absence of fric- 
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Showing Section of Climax Compression 


Inner Tube 


tion between the tube and lining of the 
shoe, thus lessening the chances of 
premature wear or deterioration of the 
rubber. Only the best grades of raw 
material can be used in the making of 
these tubes. 


Handy Ignition Tool 


Very useful as a pocket tool for the 
motorist is the Markomi spark plug 
knife, gap gage and ignition screw 
driver. It is a product of the Maskomi 
Co., Inc., 13806 Woodward Avenue, De- 
troit, Mich. 

The tool is made of half hard rolled 
steel and is nickel plated. The curved 
blade has the proper radius for clean- 
ing the shell and insulator. The edges 














Markomi Spark Plug Knife 


are ground for effective scraping of 
carbon. The screw driver is very handy 
for ignition and lighting parts, par- 
ticularly on headlight sockets and in 
other small places. The tool might 
easily be carried in the pocket at all 
times and would never be in the way. 

It is said to be very efficient in scrap- 
ing carbon deposits from the spark 


plugs. 


Cleans Windshield by Chemical 
Action 


Due to a special chemical prepara- 
tion in the felt pads of the Wizard 
Windshield Cleaner, one wipe across 
the surface of the glass will do the. 
cleaning necessary for perfect vision. 
This cleaner is made by the Seco Mfg. 
Co., 723 Nasby Building, Toledo, Ohio. 

Chemical action takes place, clearing 
away immediately any mist, rain or 
dullness in the glass. It is not required 
that many back and forth strokes be 
used. This cleaner does the work at 
once. After the required “one stroke” 














Wizard Windshield Cleaner 


across the shield will keep clean ali 
through the average storm and perhaps 
through the day, should the storm last 
that long. 

The Wizard Windshield is easily in- 
stalled by anyone and does not require 
a mechanic to put it in place. The exact 
location on the windshield would natu- 
rally be a matter of convenience to the 
driver. 

The cleaner may be fastened over the 
top of the windshield frame or the 
swivel bolt may be placed through the 
frame after drilling a hole. In case the 
motorist wishes the cleaner lower, 4 
hole may be put in the glass and the 
bolt put in, using a little metal collar 
around the bolt. 

The manufacturer has prepared a dis- 
play stand that shows the Wizard Wind- 
shield Cleaner in all three uses. 


Reading matter continued on page 94 
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